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Consider the automobile. In approximately twenty-five years, it has 
become a feature of the American entourage. About every person in seven 
owns a “machine,” and every last man of the remainder wishes he had one. 
We spend over two billion dollars a year for autos—and some men: even 
mortgage their homes to get a car—and then spend other billions a year to 
operate them. 


Take the radio. In less than a decade, this weird and marvelous con- 
traption has come to be almost a household necessity. Millions upon millions 
of dollars are spent every year on this fad. 


Americans buy lavishly and buying, per se, is not bad, but wanton 
spending for “just junk”’ is not altogether good. The buying of autos and 
radios has developed into a necessity, almost, but why do men spend so 
much money otherwise? _ Possibly because of the personal thrill and grati- 
fication there is in it. 


Why do not men mortgage their homes in order to get money with 
which to buy LIFE INSURANCE? Is it because they do not get any 
“personal thrill” out of it? If so, someone has grievously blundered, for 
either from the business or the sentimental view (and here we have the two 
impelling and controlling elements of American life), Life Insurance is 
most thrilling. 


In business, the big thrill comes from possession, acquisition, increase, 
and safety. Life Insurance answers every requirement. It is easy to have; 
it is easy to get more; it constantly increases in value, without effort or 
worry; and it is as safe as any human agency can possibly be. It is also 
an estate builder, which works automatically, efficiently, and certainly. 


Sentimentally, the thrill from Life Insurance comes from the humane 
thought that one has provided for loved ones who had a right to expect no 
less—and from appreciation of a generous duty manfully done. 


When Life Insurance Agents get men to hankering after Life Insur- 
ance like they do after some other things for which they so willingly spend 
money, then such Agents shall have attained to the natural expectation of 
them, and, besides, they will be entitled to a position of high honor, respect, 
and financial responsibility among men. 


The American man is susceptible to conversion. Here and now is a 
great opportunity for the Life Insurance Evangelist. 


THE NORTHWESTERN MUTUAL LIFE 


INSURANCE COMPANY 


Milwaukee, Wisconsin 
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GROWING with the GREAT MIDWEST 
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Executive Group 
in Busy Session 


Life Underwriters Leaders Hear 
of Work on Recasting Asso- 
ciation Structure 


MEMBERSHIP INCREASING 


Riehle Tells San Francisco Convention 
Plans—Lackey in Chair—Trustees 
Hold Midnight Session 


Under the business-like gavel of 
Chairman George E. Lackey, the execu- 
tive committee of the National Associa- 
tion of Life Underwriters in session at 
Chicago, covered much ground and took 
progressive action in directions. 


Attendance was below normal, about 50 


many 


being on hand, but the delegation was 
industrious. The trustees were in 
sion until after 1 o'clock the night be- 


ses- 


fore the meeting of the executive com- 
mittee, 

Interest centered about the problem of 
recasting the structure of the National 
association, work on which has been in 
progress for some time. Although de- 
tails of the proposed changes were not 
reported, it is known that the revision 
contemplates greater importance being 
given state associations in the makeup 
of the National association, the local 
association to be more or less subsidiary 
to the state association. ‘The executive 
committee under the plan would more 
or less replace the trustees as the steer- 
ing organization, while a council would 
roughly correspond to the present execu- 
tive committee. 

Action Is Taken 

At the Chicago meeting, Mr. Lackey, 
as chairman of the drafting committee, 
sturned over the proposed new constitu- 
B tion and by-laws to O. Sam Cummings, 
) Texas state manager for the Kansas 
eCity Life, who is chairman of the or- 
Ssanization structure committee. This 
® istrument will be reviewed by the or- 
B S2nization structure committee, which 
Swill transmit information about the pro- 
stam to the local associations, inviting 
im their criticism, suggestions and com- 
y™ent. The proposed new constitution 
and by-laws will be printed with notes 
Bexplaining the changes and reasons for 
the changes. When the responses from 
he local associations are received, the 
“rganization structure committee will 
ligest them and present all of the ma- 
trial to the by-laws committee, of 
uch Mr, Cummings is also chairman. 
he te by-laws committee will submit 
he Bedeoe at the annual meeting of 
© National association at San Fran- 
hat the ‘August. Mi. Cummings said 
E the ee will be made that 
isco, its ed adopted at San Fran- 
ie oo. me date be deferred until 
est a Mr. Cummings 

1€ executive committee to 
(CONTINUED ON PAGE 12) 






























Taxability of Insurance 
Proceeds Now Clarified 





A statement clarifying and bringing 
up to date the question of federal estate 
taxation of life insurance proceeds, was 
presented at the meeting of the execu- 
tive committee of the National Asso- 
ciation of Life Underwriters in Chicago 
by Julian S. Myrick, chairman of the 
special committee which has been ne- 
gotiating with the treasury department 
on the taxation of life insurance pro- 
ceeds. The statement was prepared by 
F. L. Morton, a member of the com- 
mittee. 

“It would appear,” the statement con- 
cluded, “that life insurance proceeds 
payable to named beneficiaries in excess 
of $40,000, would be exempt from fed- 
eral estate tax if the beneficiary actually 
pays all of the premium or if the as- 
sured during his lifetime absolutely and 
irrevocably disposes of all the legal in- 
cidents of ownership in the policy other 
than by a testamentary disposition. Ex- 
pressed in another manner, it would ap- 
pear that such proceeds would be sub- 
ject to federal estate tax if the insured 
pays the premium and also retains legal 
incidents of ownership in the policies 
during his lifetime.” 

Recent 


Treasury Ruling 


Recently the treasury department is- 
sued treasury decision 4331, which adds 
the words “Taken out by the decedent 
upon his own life, as defined in article 
25” to the first sentence of article 27, 
regulations 70, so that this sentence now 
reads as follows: 

“Art. 27. Insurance receivable by 
other beneficiaries. All insurance taken out 
by the decedent upon his own life, as de- 
fined in article 25, in excess of $40,000 
receivable by beneficiaries other than 
the estate, regardless of when taken out, 
must be included in the gross estate 
where the decedent during his life re- 
tains legal incidents of ownership in 
the policies of insurance, as, for ex- 
ample, a power to change the bene- 
ficiary, to surrender or cancel the poli- 
cies, to assign them, to revoke an as- 
signment of them, to pledge for loans, 
or dispose otherwise of them and their 
proceeds for his own benefit, etc.” 

Two Steps Necessary 


The Morton statement says that to 
understand fully the significance of this 
amendment, two steps must be taken: 
“First step: The present federal estate 
tax law provides for the inclusion in the 
gross estate of the decedent of the ex- 
cess over $40,000 of the amount receiv- 
able by beneficiaries, other than the 
estate, as insurance under policies 
‘taken out by the decedent upon his own 
life.” Article 25 of regulations 70 defines 
this phrase ‘taken by the decedent upon 
his ovén life as follows: 

“Insurance is deemed to be taken out 
by the decedent in all cases where he 
pays all the premiums, either directly 
or indirectly, whether or not he makes 
the application. On the other hand, the 
insurance is not deemed to be taken out 
by the decedent, even though the ap- 
plication is made by him, where all 
the premiums are actually paid by the 
beneficiary. Where a portion of the 








premiums were paid by the beneficiary 
and the remaining portion by the de- 
cedent the insurance will be deemed to 
have been taken out by the latter in the 
proportion that the premiums paid by 
him bear to the total of premiums paid.’ 


Chase Bank Case 


“Second step: The decision of the 
United States Supreme Court in Chase 
National Bank, et al., vs. U. S. (278 
U.S. 327), held that life insurance pro- 
ceeds in excess of $40,000 payable to 
named beneficiaries were subject to fed- 
eral estate tax where the decedent dur- 
ing his lifetime retained legal incidents 
of ownership in the policies. Prior to 
treasury decision 4331, article 27 of 
regulations 70 reflected the decision in 
the Chase National Bank case by pro- 
viding that all insurance in excess of 
$40,000 receivable by beneficiaries other 
than the estate, regardless of when 
taken out, must be included in the gross 
estate where the decedent during his 
life retained legal incidents of owner- 
ship in the policies. The treasury de- 
partment has also ruled that where the 
insured under a life insurance policy 
taken out bv himself absolutely and 
irrevocably disposes of all the legal in- 
cidents of ownership therein other than 
by a testamentary disposition, the pro- 
ceeds of such policy are not taxable as 
a part of his gross estate under the 
provisions of the estate tax law and 
reculations pertaining thereto. 

“Recently, two questions were pro- 
nounded to the treasury department as 
follows: 

First Question 

“First Question: Where the insured 
pays all the premiums but retains no 
legal incidents of ownership in the 
policies are the proceeds payable to 
named beneficiaries in excess of $40,000 
subiect to federal estate tax? 

“Tt would appear that if Article 25 
of Regulations 70 (first step) were to be 
followed, the answer should be ‘tax- 
able,’ but if the second step were to be 
followed. the answer should be ‘ex- 
empt.’ The answer of the treasury de- 
partment was that the proceeds would 
be ‘exempt’ from federal estate tax. 

“Second Question: Where the bene- 
ficiarv pavs all of the premiums but the 
insured retains legal incidents of own- 
ership in the policies during his life- 
time are the proceeds pavable to named 
beneficiaries in excess of $40,000 subject 
to federal estate tax? 

Answer Is Given 


“Tt would appear that if the first step 
were to be followed, the answer should 
be ‘exempt,’ but if the second step were 
to be followed, the answer should be 
‘taxable.’ The answer of the treasury 
department was that the proceeds 
would be ‘exempt’ from federal estate 
tax. 

“From the answers to these two ques- 
tions it was learned that the treasury 
department applies two tests in order 
to determine whether or not life insur- 
ance proceeds payable to named bene- 
ficiaries in excess of $40,000 are subject 

(CONTINUED ON PAGE 11) 


Disability Losses 
Continue Upwards 


Companies Operating in New York 
Pay $52,147,065 Claims 
in 1931 


FEW FIGURES MISSING 


Profit of $4,249,936 Shown on Double 
Indemnity—Loss of $55,881,555 
on Disability Item 
NEW YORK, March 3. 


disability business in 1931 


Losses on 
as shown by 
annual statements of companies operat- 
ing in New York state totaled $55,881,- 
7 $47,700,000 in 


compared with 
for 
1927, 


1929 


999, as 
1930. the three 
$20,500,000; 


$21,800,000. 


Losses previous 
1928, $18,- 
Disability 
payments to policyholders totaled $52,- 
147,065 in 1931. 

Double indemnity business showed a 


years are: 


000,000; 


profit for all companies totaling $4,249,- 
936, as compared with the 1930 figure 
of $5,483,000. Figures for the previous 
three years were only slightly below the 
1630 total. A complete table of indi- 
vidual company experience is given on 
Page 3 of this issue. 

Great Difference in Methods 


In interpreting disability figures it is 
essential to bear in mind the great dif- 
ferences in the methods by which com- 
panies compute reserves on disability 
policies. There is no definite reserve 
basis like the mortality tables. In gen- 
eral the Class III table is the standard 
basis, and this is more the case now than 
it was before companies adopted the 
standard clause in 1930. The type of 
policy and the terms of the contract 
have a good deal to do with variations 
in methods of computing disability re- 
serves. 

A significant item is the amount held 
for disabilities which have occurred but 
which have not been reported to the 
company. Some companies set aside as 
much as a whole year's disability dis- 
bursements to cover this contingency. 
In some cases it may be years after the 
occurrence of disability before it is re- 
ported. : 

The silver lining in the disability 
cloud is that the same depression that 
is making disability experience worse is 
also causing many lapses among policies 
with this feature. This is a logical re- 
sult of the way in which many of these 
policies were sold. Many of them were 
jammed through solely on the disability 
feature when it became known that the 
old liberal clause would be discontinued 
July 1, 1930. In many other cases the 
disability element was stressed to ex- 
clusion of the life policy, with the result 
that policyholder is likely to believe the 
combined life and disability premium is 
too much to pay for the disability fea- 
ture—which is the only thing he values. 

It has been suggested that this would 





(CONTINUED ON PAGE I1) 
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Barnes Joins Ohio State 
as Agency Vice-President 


QUITTING PROVIDENT L. & A. 


Well Known in Both Life and Accident 
and Health Fields—Has 16 Years’ 
Experience in Business 


* 

Frank L. Barnes has resigned as vice- 
president of the Provident Life & Ac- 
cident of Chattanooga to become agency 
vice-president of the Ohio State Life 
of Columbus, and has already entered 
upon his new duties. Announcement o1 
the new connection was made by Presi- 
dent U. S. Brandt at a meeting of man- 
agers of the Ohio State Life Wednes- 
day of this week. 

Mr. Barnes has been active in life 
and accident insurance work for the 
past 16 years. He was for a_ number 
of years manager of the accident and 
health department of the Employers 
Reinsurance in Kansas City and be- 
came vice-president and general mana- 
ger of Sentinel Life of that city when 
it was organized in 1926. That com- 
pany under his management made a 
notable record for production of busi- 
ness in the first year of its existence. 


Joined Provident in 1929 


In September, 1929, Mr. Barnes 
joined the Provident Life & Accident 
as vice-president and manager of the 
accident and health department, later 
taking over also the duties of agency 
manager in the life department. 

He has been especially active in the 
Health & Accident Underwriters Con- 
ference, having held several important 
official posts in that organization, and 
is now a member of its executive com- 
mittee. Mr. Barnes’ wide experience 
in the accident and health field is ex- 
pected to result in building up the acci- 
dent and health department of the Ohio 
State Life, which has not been active 
in that division in recent years. He 
is a man of fine personality and has 
demonstrated his ability as an agency 
organizer in both the life and the acci- 
dent and health fields. 


St. Louis Relief Fund Drive 


About 300 insurance men and women 
captained by members of the St. Louis 
court of Cats Meow are attempting this 
week to raise funds among some 8,000 
small firms and business houses in 
downtown St. Louis toward the $1,200,- 
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FRANK L. BARNES 


Frank L. Barnes, well known in both 
life and accident insurance, has resigned | 
as vice-president of the Provident Life | 
& Accident at Chattanooga, to become 
agency vice-president of the Ohio State 
Life. 


Hanes Heads Security L. & T., 
Grimsley Chairman of Board 





WINSTON-SALEM, N. C., March 
3—Dr. Fred M. Hanes was elected 
president and treasurer of the Security 
Life & Trust and President George A. 
Grimsley was named chairman of the 
board at the annual meeting. 

Tully D. Blair, who has been agency 
manager of the Pilot Life of Greens- 
boro, was elected vice-president and 
agency manager and he will take active 
charge of agency work. Mr. Blair is 
well known as an agency man. 

Dr. Hanes, aside from being promi- 
nently connected in this city in a busi- 
ness way, is regarded as one of the lead- 
ing diagnosticians in this part of the 
south. He has been vice-president of 
the company for a number of years. 











Home Mortgage Situation Is 
Reviewed at Senate Hearing 


WESTBROOK ON LIFE LOANS 


Building and Loan League Sponsors 
Home Credit Bill to Replace In- 
surance Funds 


WASHINGTON, March 3.—Dis- 
agreements between life insurance and 
building and loan executives over the 
ability of the insurance business to take 
care of home mortgages were aired last 
week during hearings before the senate 


| banking and currency committee on the 


home loan bank bill. 

Philip Lieber, vice-president United 
States Building & Loan League, urged 
enactment of the measure and broadly 
criticised the invasion of life companies 
into the home mortgage field. Among 
other things, he said that the insurance 
companies collect unjustifiably large 
bonuses from mortgagees, that they are 
so limited in their lending powers they 
cannot advance second mortgage money, 
and that they have restrictions as to the 
age of persons seeking loans. 


Westbrook Answers Charges 


a 
Life. 


com- 


These charges were answered by 
Westbrook, vice-president Aetna 
who declared that no insurance 
pany, to his knowledge, collected rates 
or bonuses unjustifiably high. In some 
states, he said, insurance companies are 
not perm:tted to lend more than 50 per- 
cent of the real estate value, but in most 
states are allowed to go as high as 66 
percent, which provides plenty of funds. 
He also denied that insurance companies 
in general place restrictions on the age 
of mortgagees, although admitting that 
one company, under one of its plans, ad- 
vances a mortgage loan in conjunction 
with a life insurance policy and that this 
program does not apply to individuals 
beyond a certain age. 

The insurance industry 
Mr. Westbrook declared, is opposed to 
creation of home loan banks. These 
companies, he contended, are “peculiarly 
qualified” to express an unbiased opinion 
on such matters as mortgage banking, 
and declared that “if it can be said of 
any one institution or interest that it 
represents the home owners, it can be 
said of life insurance companies with 
more real conviction than of any other.” 


as a group, 
































000 emergency relief fund. the fire and casualty group. Claude R.| AS an emergency measure, the home 
Carl S. Lawton, president of the Mis-| Fooshe, manager of the Prudential, is | loan bank is unnecessary, Mr. West- 
souri Insurance Council, is chairman of! head of the life insurance workers. brook declared. 
FIGURES FROM DECEMBER 31, 1931, STATEMENTS 
Gain Prem. Total Benefits Total 
Total New Bus. Ins. in Force in Ins. Income Income Paid Disburse. 
Assets Capital Surplus 1931 Dec. 31, 1931 in Force 1931 1931 1931 1931 
i $ $ 3 $ $ $ $ 
Baltimore ........-...+. 14,791,897 ....... 2,153,002 30,744,729 88,214,710 535,419 2,978,034 3,739,663 1,844,429 3,379,498 
Bankers National, N. J. 2,950,012 420,000 70,126 45,791,787 65,375,348 4,562,469 1,576,239 1.762.364 ‘675,822 404.808 
Columbia Catholic, Ia... EME. atucans 28,909 TERR aesilaiecncpanigeaeicnsineiat $6 895,653 3,525,753 ..... ae "6,211 
Columbian National..... 42,800,501 2,000,000 1,638,332 16,680,448  212,521,078—17,162,600 5,299,059 8,605,919 4,970,778 —7,486°337 
Continental Natl, Tex.. 394,461 165,000 56.497 3,138,624 6,165,955 656,955 164,972 274,100 23,817 179,273 
Dixie-Atlas-Republic, Ky. 281,688 111,509 ee ee 3,077,986 —1,737,542 440,888 700,742 142,315 652,357 
Equitable Life, D. C.... 9,334,853 200,000 630,470 16,443,098 63,364,193 —243,054 2,361,924 2,902,835  1,053:255  2,119'571 
Federal Union ......... 4,098,250 250,000 125,275 14,907,297 37,737,838 102,243 1,001,556 1,260,079 680,301 1,131,868 
Illinois Bankers ....... 19,106,795 200,000 18,906,795 5,178,000 90,919,628 —7,467,429 2,412,421 11,030,596 3,075,138 6.119'985 
International Travelers. 226,391 100,000 25,635 » 1,028,155 1,599,405 212,655 39,791  *281,432 1,518 ‘286,768 
Lincoln Reserve ....... 1,953,992 100,000 100,000 —- 5,999,992 13,790,402 —3,633,181 365,096 546,032 310,777 602,733 
SM, TER ceccccssse 5,555,866 100,000 95,695 10,198,495 44,524,541 —538,965 1,061,987 1,411,579 665,850 1,177,545 
Monarch, Mass. ........ 2,564,773 445,600 309,128 4,698,118 15,568,868 1,931,412 452,698 2.294.485 94,152 3,089,037 
Mutual Life, N. Y....-... EMGEUEIED kianenes “Scannaans 359,619,757 4,450,294,284—13,983,785 171,679,937 234,925,900 152,677,839 183,272,515 
Mutual Old Line, Ia.... u6.068 EON Ag me ast ee 459,835 856,785 266,785 27,786 30,533 1,229 26,637 
National, Canada ...... 11,157 250,000 374,300 9,757,198 60,590,612 —488,575 1,724,185 2,353,302 1,132,762 1,819,826 
N. Amer, L. & Cas. 142,982 26,575 943,600 2,752,016 345,457 73,680 151.269 25,885 426,478 
Northern States .......- 200,000 200,474 2,248,172 57,025,197 3,248,172 1,302,507 1,813,062 827,491 1,495,005 
Pacflic Mutual Life 5,082,000 12,065,746 67,710,988  753,963,983—12,923,367 +34,977.848 $48,962,003 24,944,864 36°922°730 
Prudential $2,000,000 67,034,057 2,987,634,462 15,870,637,266 566,817,971 580,703,493 730,544,518 389.348.982 543.900.132 
Reliable L. & A., Mo 150,000 78,862 7,372,151 7,211,626 —706,275 292,674 915,055 420,795 894,707 
Sentinel, Mo. .......... 300,000 47.378 3,276,885 14,427,736 —3,121.496 324,618 809,023 116,003 736,438 
Southern L. & H........ 118,370 206,763 21,323,934 18,264,922 252,838 1,184,416 1,244,424 472,986 1,212,790 
Standard, Miss. ........ 458,180 273,831 434,913 5,889,548 2,511,335 161,353 183,137 5,717 214.693 
Texas Prudential ....... 200,000 116,714 24,200,482 65,872,623 2,540,232 1,216,354 1,312,404 30,814.253 1,205,625 
Western Mutual, N. D.. | 40,899 ........ 3,213 763,500 1,779,000 1,529,000 45,498 77,828 6.265 66,438 











*Includes accident and health. 
tIncludes accident department. 
tHeld for policyholders. 





Storer and Hull Present 
Views at Chicago Meeting 


SPEAK BEFORE ASSOCIATION 


President and Managing Director of Na. 
tional Association Provide Powerful 
“Double-header” Program 


It is necessary for individuals during 
their income earning life to set aside a 
portion of their income in the form of an 
emergency fund, investments or what 
not, against the hazards of business de. 
pression, disability, old age or death, 
was stressed by Elbert Storer, president 
National Association of Life Under. 
writers, at the February meeting of the 
Chicago Association of Life Under. 
writers. Roger B. Hull, managing di- 
rector National association, also was a 
speaker. 

Mr. Storer’s subject was “Making Life 
Insurance Tangible Property.” He said 
in the final analysis all property is life 
insurance. 

Not Really Intangible 


In spite of the “old school” method 
of selling life insurance as an intangible 
he said, a tremendous amount was sold 
Life insurance is not intangible, Mr 
Storer sa.d, but instead life insurance 
men are selling a real interest in all the 
bonds, stocks, mortgages and _ policy 
loans in the company’s portfolio. 

The only way the average man can 
accumulate property is to buy it from 
his personal earnings, he said. Manage- 
ment of property is of equal importance 
with selection of the property in the first 
place. The ideal property is that whi 
provides the income needed with the 
least management responsibility, and 
Mr. Storer sees life insurance as most 
nearly filling the bill. 

Mr. Hull deprecated the complaint ¢ 
life insurance men today that ther 
public does not have the money with 
which to buy policies. He said only re- 
cently in New York he was in the 
neighborhood of the Bowery Savings 
Bank and seeing a long line of peopl 
extending out of that institution thought 
it was a run. He found out instead the 
next day that these had been depositors 
In that single day over 7,000 people de- 
posited more than $2,000,000 in the bank 


Finds Savings Increased 





¢ 


Mr. Hull said savings deposits in the 
United States showed a very large i” 
crease in the last year and if that 1s s 
there is a continued cash market to 
life insurance. He said it is true there 
has been much hoarding of money. Lilt 
insurance men and women have the oP 
portunity to sell this country on te 
proposition that life insurance is the back 
log of individual security and peace ® 
mind. He believes that hoarding mus 
be ended before the country can begi 
to recover, but he does not believe 1 
free spending until provision has bet 
made for death, old age and disability 

The speakers’ table displayed th 
greatest aggregation of national life i 
surance talent teen in Chicago for # 
long time, due to the fact that mam) 








trustees of the National association wert 
present. In addition to Messrs. 5tort 
and Hull, there were G. E. Lacke} 
chairman executive committee Nation 
assuciation, Massachusetts Mutual, Ok* 
homa City; J. S. Myrick, Mutual Life 0! 
New York, New York City; S. Tt. What- 


ley, Aetna Life, Chicago; C. Thomp- 
son, Metropolitan, vice-pres sident, = 
attle; C. V. Anderson, Provident Mut 

first vice-president, Cincinnati; T. | » 
Riehle, Equitable of New York, ii 


vice-president, New York City: E. b 
Thurman, New England Mutual, fourt 
vice-president, Chicago; L. G. Simo 
Equitable of New York, New York City 
M. L. Hoffman, assistant to managing 
director National association, and ©. . 
Thobaden, managing director Clevelan¢ 
Life Underwriters Association. 
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Patterson Tries 
to Stage Debate 


Suggested Simon and Eubank 
Take the Platform in 
Chicago 


LOW PRICED POLICY UP 


Chicago Life Underwriters President 
Devised Plan for Spokesmen to . 
Discuss the Issue 


A. E. Patterson, general agent Penn 
Mutual Life at Chicago and president of 
the Chicago Life Underwriters Associa- 
tion, devised the clever idea of staging 
a monumental debate in his city at the 
time his organization meets this month. 
As will be remembere, THe Nationa 
UNDERWRITER in December made edi- 
torial comment to the effect that a new 
measuring rod was needed in marking 
agency results. THe NATIONAL UNDER- 
WRITER contended that mere volume 
should no longer be used. It stated 
that the race for volume had inspired 
greed and brought about high pressure 
methods which in turn induced lapsa- 
tion. 

Simon and Hall Comment 


Leon Gilbert Simon, well known life 
insurance man of New York City, for- 
mer president of the New York City 
Life Underwriters Association, promi- 
nent author and speaker, sent a letter 
to THe NATIONAL UNDERWRITER com- 
mending the editorial and attacking low 
priced and competitive policies. He also 
endorsed a letter from J. Elliott Hall, 
able and well known Penn Mutual gen- 
eral agent in New York City, which ap- 
peared in THE NATIONAL UNDERWRITER. 

Eubank Takes Up Cudgels 


_Last week G, A. Eubank of New 
York City, manager of the life depart- 
ment of Johnson & Higgins, on reading 
the letters from Messrs. Simon and Hall 
became the spokesman for the so-called 
low priced policy, and THe NationaL 





Court Holds Premiums Not 
Paid with Embezzled Funds 


OKLAHOMA DECISION GIVEN 


Overdrafts of Bank President Not 
Linked to Premium Payments, 


Court Holds 





In view of the discussion last week 
as to the status of insurance proceeds, 
where embezzled funds had been used 
to pay premiums, it is interesting to 
know how the Oklahoma _ supreme 
court has just disposed of such a ques- 
tion. The case was American National 
Bank of Okmulgee vs. King et al. 

The bank brought the action against 
the beneficiary, asking that a construc- 
tive trust be decreed in the bank’s favor 
against the entire proceeds of the pol- 
icy 

The insured was president of the 
bank and had embezzled various funds. 
On the day of his suicide he was short. 
The bank attempted to prove that the 
embezzled funds paid the premium. It 
did prove that the insured had a check- 
ing account which was excessively 
overdrawn at the time the various pre- 
mium paying checks were issued and 
that these checks increased that over- 
draft. It was then contended that they 
constituted fraudulent overdrafts and 
that the court should hold these over- 
drafts to be the same as trust funds. 


Lower Court Finding 


The lower court found that the pre- 
miums involved were not paid with the 
bank’s money. The lower court stated 
that the constructive trust, if one were 
established, would not exceed the total 
of embezzled funds which might be 
traced into the hands of the insurance 
company. 

The Oklahoma supreme court held 
that the judgment for the beneficiary 
be affirmed. The finding of the lower 
court that the premiums for the poli- 
cies in question were not paid with the 
bank’s money was not against the pre- 
ponderance of the evidence. 

At the February meeting of the Chi- 
cago Life Insurance Lawyers Club a 
paper on life insurance paid with di- 
verted funds was read by Arthur F. 
Gruenwald, attorney for the Utilities 
Insurance Company of St. Louis. He 
said that the question is of immediate 
interest, because of the large number 


UNDERWRITER published his rejoinder. | of embezzlements that have been ex- 


(CONTINUED ON PAGE 11) 


| posed during the depression. 











Broad Street in 
Columbus Famous 
As Insurance Row 








COLUMBUS, O., March 3.—East 
Broad street, with its parkways and 
trees, long famous as one of the most 
beautiful thoroughfares between New 
York and San Francisco, is fast becom- 
ing insurance row. Or, if a more eu- 
phonious term is desired, Insurance 
Boulevard. 

Approaching Columbus from the west 
on Koute 40, one gets an early view 
of the American Insurance Union cita- 
del, perched virtually on the east bank 
of the Scioto river, almost adjoining the 
new state office building and city hall 
and jail. The citadel towers 555.5 feet, 
and can be seen for miles around. 

One square farther east is the state 
house, and here East Broad street 
proper begins, the dividing line between 
east and west being High street. Two 
squares farther on, the parkways begin. 

In the Outlook building on Broad 
street facing the state house is the home 
of the American Citizens Life. In 
South High street, also facing the state 
house, is the Huntington Bank build- 
ing, which houses the Midland Mutual. 


Ohio State Life Building 


Going out East Broad street one 
comes to the home of the Ohio State 
Life, at the corner of Grant. This is 
a beautiful three-story white stone 
structure. The Ohio State Life now 
has under consideration plans for a 
large addition to the building, growing 
business making more room imperative. 
Next comes the handsome home of the 
State Automobile Mutual. A little 
farther on is the home office of the Col- 
umbus Mutua] Life, ensconced in one 
of the most delightful old residences on 
the street. The Columbus Mutual in- 


tends later to erect its own home office | and 


building, but plans have not yet been 


carried to the point that the company | 


cares to make any announcement, It 
is believed, however, that within the 
next few years the structure will get 
under way. 

At Washington and Broad the Buck- 
eye Union Casualty of Jackson, O., has 
purchased an old residence property and 
is having it remodeled for its use. 

Work will soon be started also on a 


new home for the Ohio Inspection Bu- 
reau and the Ohio Audit Bureau at 
Ninth and Broad street. 








Dawson Position 
Is Now Unsettled 


Louisville Jurist Uncertain 


Whether to Assume Missouri 
State Post 


STILL ON FEDERAL BENCH 


Report Hitch in Program to Have 
Inter-Southern Stock Trusteed 
For Five Years 


ST. LOUIS, March 3.—United States 
District Judge Charles I. 
Louisville will announce definitely with- 
in the few days if and when he 
will actively assume the presidency of 
the Missouri State Life. 


Dawson of 


next 


Judge Dawson was elected president 
in December following a peace pact 
between the Dorsey-Felss and_ the 


Nims-Watts factions of the stockhold- 
and reelected at the annual 
meeting. 

Since it was agreed that Judge Daw- 
son should be the president a number 
of circumstances have combined to 
delay his assuming control. <A_ busy 
docket was given as one cause. 


ers was 


Committee Is Named 


Missouri State di- 
a committee was dele- 


At a meeting of 
rectors Saturday 


gated to confer with Judge’ Dawson. 
He did not attend the directors’ meet- 
ing. 


In the meantime the company is being 
operated by the various vice-presidents 
the executive committee. Steps 
have been taken to improve the cash 
position. The directors voted a budget 
system for 1932 which it is hoped will 
save about $400,000, 

The underwriting limit on one life 
has been reduced from $250,000 to $150,- 
000 and net retention limit from $100,- 
000 to $50,000, 

The directors voted to pay during 
1932 an interest return on cash left with 
the company of 4% percent instead of 
5 percent. 

The scale of dividends on participat- 

(CONTINUED ON PAGE 10) 





DISABILITY EXPERIENCE FOR 1931 FILED IN NEW YORK 





Connecticut General 
Connecticut Mutual 
Equitable of Iowa..... 
Equit: able of New York. 
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*To April 30 only. 








York. Life (ache btAhoncuseanasieneses 


i sewsinieateskiadds 
SE UE Rvecéhensecscsconcus 


tIncludes $580,000 for dated back claims. 


(Reprints of this table may be secured for $1.75 per 100) 


Paid to 
Disability policyholders 
Premiums———, (inc. prems. 
Ist Year enens tal w — 
a 283273 3,235,431 3,783,939 
os 'ew 3,116 15,316 1,658 
110,022 838,442 995,436 
163,126 1,039,154 405,763 
86,963 33,578 231,909 
pean 1,326,913 7,924,639 6,812,973 
ois wren 4,116 25,563 8,855 
pfu 45,654 492,486 274,149 
incuba 92,734 575,188 340,752 
jvene 53,722 334,565 184,321 
Meeen 516 2,120 4,019 
initia 199,774 1,186,521 1,211,735 
hati ce 631 2,984 22 
saend 8,795 70,989 37,379 
anaes 266,729 1,885,333 801,465 
cours 1,111,830 9, 862,034 6,602,186 
cw andes 52,063 otennene 38,037 
senad 42,078 101,452 7,710 
Reeds 540,385 5,694,162 4,596,264 
icant 43,249 269,005 125,077 
emiectias 85,235 526,43 232,127 
a 1,128,237 11,394,527 10,042,724 
ewes 5,751 42,18 60,067 
85,283 369,644 106,125 
ee 304,238 1,979,985 936,903 
vibe 160,869 743,349 318,787 
iis 97,004 78,069 219,985 
SS 934,522 5,327,124 7,607,341 
panei abl 10,145 71,201 36,837 
iene 2,690 12,500 2,11 
Sacks 626,562 3,963,212 6,403,350 
cor ail 90,419 797,789 02,758 
shane ck 6,412 31,329 19,174 
sees 2,911 7,101 63 
6. a een ° $52,147,065 





**To June 30 only. 





Reserves for Disability 





a 

' ; Reported Inc. but Dis D. 1932 
ace ams ne but — not reported Gain or ‘loss Gain or loss Dividends 

$ 

8,257,533 8,540,558 348,611 5,451, 000 —4, 090, 482 —313,941 778,5 
31,887 20,972 287 1,0 6,540 10/183 metthen 
3,514,752 3,047,425 168,180 1,335, 000 —1,051,485 437 2,078,700 
3,035,761 2664,691 1,337 500,000 6,22 ,128 6,700,000 
1,588,106 1,545,799 148,511 100,000 —227'729 392 4,104,705 
16,745,312 34,677,433 1,010,326 7,000,000 —9,463'134 243 48.500000 
54/141 67,305 0 —13.441 — pete: 
1,392,214 1,606,121 204,303 50,000 —123;840 88 3,088,539 
1,557,291 2,231,298 164,871 65,000 —430,609 64 3.550.000 
727,976 1,162,324 86,543 80,000 —124,519 11 2'460,000 
5,346 23.788 ( 0 —9,782 —59 309.030 
3,221,138 4,056,995 652,450 750,000 —1,054,875 +143,680 13,645,540 
5,215 324 1,325 Regine. en 
119,959 204,147 19,146 12,000 —50,162 +34,433 *95,368 
5,112,705 15,713,395 18,549 0 290,519 —=%6, 948 tt7,593,002 

16,336,095 27,128,720 2,642,218 9,775,448 —3,765,485 743,32 

10,100 1,978 0 25,000 —40.9 * ge gepat? _ eee 
115,690 23,999 5,127 14,665 + 38,895 23,803,152 
19,352,346 33,342,437 2,459,469 5,500,000 —8,633,140  +207,264  42'936'569 
517,346 992,659 36,513 45,000 —114.758 + 13,052 4,806,963 
2,060,525 1,447,788 23,047 165,000 —56,385 +,45,275 11,303,650 
27,608,710 57,883,960 7,427,910 8,250,000 —13,604,099 + 1,276,906 63,197 932 
178,657 209,949 26,184 35,00 46% | Ti apatpeities 
735,735 544,103 29,157 184,864 —12,554 0 44,605,000 
4,192,934 5,500,077 700,000 700,000 —1,282'537 +148,065 16,350,000 
1,704,087 1,948,773 78,670 262.491 —105,299 + 45,963 3,519,562 
2,038,447 1,571,138 12,908 3,236 —34,629 —25,350 7,527,000 
19,812,094 24,962,986 7,371,690 5,375,000 —3,898,387 +6544,543  30,186.971 
156,844 222,637 17,88 3,090 +13,979 +17,432 430,000 
27,740 5,060 7,000 11,644 0 165,000 
16,305,175 16,423,072 107,030 5,570,000 —T7,044,340 +121,172 ........ 
2,042,314 3,298,088 334,307 175,000 —297,298 +164,619 4,980,040 
24,620 7,747 3,000 1000 + 18,620 Fc ere 
6,972 3,679 0 1,184 —§ + 3,881 #*307,096 
ee eens ee eee ed ee —$55,881,555 +4,249,936 Magteto: ~: 


+#To May 31 only. 
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New York Life Is 
On the Air 


HOUSANDS of congratulatory let- 
ters about our radio programs 
Wy, have been received. The purpose 

of these broadcasts is primarily to 
promote the conservation of insurance; and 
the Company hopes that life insurance, in 
general, as well as the New York Life will 
benefit. 
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The agents of all companies are invited to 
tune in on our programs every Tuesday 
evening on any of the following 
stations: 
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9:30 Eastern Time...........New York .........(WJZ) 
cccccestns feel wesesccocecene 
eeeesenm.s Opringheld .......(WBZA) 
.eeeeeness- Baltimore ........(WBAL) 
.eeeeemess-Richmond .......(WRVA) 
«eeesemm.-RROChester .......(WHAM) 
.eecenw.-Cleveland .........(WGAR) 
.eeeeenm. Pittsburg ........(KDIKA) 
sececeeesell cocecececeoue 
eT 
8:30 Central Time...........Chicago eee 
re RS 
eeceeeees-Meansas City .....(WREN) 
Per Blots, Ia. (KOIL) 
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HOME OFFICE BUILDING 


NEW YORK LIFE 
INSURANCE COMPANY 


51 MADISON AVENUE 
NEW YORK, N. Y. 
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Simon Raps Cheap Policies 
Before Executive Committee 


CAUSE CUT-THROAT TACTICS 
Calls on Agents to Discourage Com- 
panies from Issuing Non-Invest- 
ment Forms 





Leon Gilbert Simon, big prodticer for 
the Equitable Life of New York in New 
York City, in a short address before the 
executive committee of the National As- 
sociation of Life Underwriters at Chi- 
cago, called upon individual agents to 
discourage their companies from issuing 
cheap policies. Mr. Simon is author of 
a popular volume on business insurance. 

There was much interest in Mr. 
Simon’s tals, because of an exchange of 
opinion on the subject which started in 
THE NATIONAL UNDERWRITER. Prompted 
by a NATIONAL UNDERWRITER editorial, 
“New Measuring Rod Needed,” J. Elliott 
Hall, general agent in New York City 
for the Penn Mutual, communicated his 
views to this paper. Mr. Simon en- 
dorsed Mr. Hall’s position and pro- 
pounded some of his own convictions. 
Then, G. A. Eubank, life manager for 
Johnson & Higgins, replied sharply in 
defense of policies, the primary feature 
of which is protection. 


Reasons for. Lapses 


Mr. Simon started out by saying that 
there are three reasons for the prevalent 
high lapse ratio. One is the result of 
incompetent selling; another is economic 
pressure and the third he said is the 
competitive pressure of cheap policies. 

The present is not a healthy time to 
get out cheap policies, he said. In boom 
days, cheap policies were popularized by 
agents, who presented the argument that 
a small sum could be expended for pro- 
tection and the rest be used in the stock 
market to bring large capital gain. 
Many of those policies were on a low 
premium basis for five years and at the 
end of that period doubled. Now the 
time for doubling the premium is arriv- 
ing and as a result, he said, many are 
being rewritten to extend the five-year 
low premium period. 

Where cheap insurance is absolutely 
necessary, Mr. Simon said that term 
policies convertible at the end of two 
years should be sold. Now is the great- 
est time, he declared, to sell insurance 
as an investment. The purchase of per- 
manent insurance is a splendid avenue 
for releasing hoarded money. 


Some Companies on Side Lines 


The agents who are opposed to cheap 
policies should discourage their home 
offices from issuing them, he said. Many 
cheap policies are on the market, and 
others will soon be issued. Some com- 
panies are on the side line watching de- 
velopments and if there is a reaction 
against cheap policies, they are likely to 
be discouraged. 

The question of cheap insurance 
versus insurance for investment should 
be openly debated, Mr. Simon said. One 
side or the other is right and it should 
be determined which side is supported 
by logic. 

Another interesting feature at the ex- 
ecutive committee meeting was an in- 
spirational address by Holgar Johnson, 
general agent for the Penn Mutual at 
Pittsburgh. He said that the insurance 
man is in an unprecedented position to- 
day. At present, he is confronted by 
depressing obstacles, but a few months 
ahead he can see “the brightest glow in 
the history of life insurance.” The 
problem is to maintain equilibrium until 
better times arrive when the agent can 
capitalize on public confidence. 

Mr. Johnson said that about half of 
the insurance in force in the country 
was put on the books in the last ten 
years. Very few of those assureds 
have had experience with their life in- 
surance until recently. There have been 











Elected a Trustee 








HOLGAR J. JOHNSON 


Two honors, which also entail much 
work, went to Holgar J. Johnson, gen- 
eral agent of the Penn Mutual Life at 
Pittsburgh, at the meeting of the ex- 
ecutive committee of the National As- 
sociation of Life Underwriters in Chi- 
cago. He was elected a trustee of the 
association and was appointed a men- 
ber of the important organization struc- 
ture committee to succeed C. W. Scovel 
of the Northwestern Mutual at Pitts- 
burgh. 

At the Pittsburgh convention of the 
National association W. M. Duff, head 
of E. A. Woods agency of Pittsburgh, 
was scheduled for appointment as a 
trustee, but at the last minute, it was 
discovered that because Mr. Duff was 
not an executive committeeman, under 
the by-laws he was not eligible for trus- 
tee. Thus, Mr. Johnson fills the place 
which was to have been taken by Mr 
Duff. 


peat Makes Pesmation 





Paddock Elected Vice-president at An- 
nual Meeting, Miller Secretary, 
Lusk Assistant Secretary 





Several promotions were made by di- 
rectors of the Security Life of Chicag 
at the annual meeting Wednesday. 
George A. Paddock, a former official of 
the Central Trust Co. of Chicago, was 
elected vice-president of the Security. 
He will devote his entire time to help- 
ing manage the company. 

John G. Miller, connected with the 
former Reinsurance Life of Chicago, 
bought by the Security and recently 
sold to the Lincoln National, was elected 
secretary of the Security. He had been 
secretary of the Reinsurance Life about 
eight years. 

E. S. Lusk, manager of the conserva- 
tion department, was appointed assistant 
secretary. He retains direction over 
conservation work. 








few death claims paid on that insurance; 
very few people had actually retired on 
income from the policies or had collected 
disability benefits. Very few had ex- 
perienced what the agents had promised 
But in the last two years, people have 
actually seen life insurance at work and 
have experienced its benefits. 
Accordingly, when the capacity te 
buy is restored, the road will be much 
easier for the agent. It will be a big 
undertaking to rehabilitate the reserve 
of those policies on which indebtedness 
exists. He said that the agents should 
have their eyes glued to the horizon. 


Clubs of 
contest 
high school students on 
Insurance Means to the 


The Federated Women’s 


Texas are sponsoring an essay 
among Texas 
“What 
Home.” 
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Last Year’s Figures 
on Seven Canadian 
Leaders Are Given 





TORONTO, March 3.—Life insur- 
ance in force and new business by seven 
of the most important Canadian com- 
panies at the end of 1931 compares with 
the end of 1930 as follows: 


Insurance in Force 


1930 19231 
Canada Life. .$1,015,711,701 $1,029,758,735 
Excelsior Life 100,082,080 98,020,207 
Imperial Life. 300,932,203 301,467,126 
London Life.. 439,700,600 461,207,418 
Mutual of Can, 4s 513,379,937 
No. American. 192,535,106 197,898,571 
Sun Life...... 2,863,701,580 3,051,077,066 








ceeee $5,405,496,594 $5,652,809,060 


Totals 5 
New Business 
1930 1931 
‘anada Life...$ 142,268,388 $ 123,947,010 


19,023,622 


31,654,702 


Life 23,299,931 
35,067,826 
107,189,024 


Excelsior M 
Imperial Life. 
London Life.. 





Mutual of Can. 60,526,212 93,193,505 
No. Amer. Life 26,856,811 29,747,293 


527,000,000 


879,668,042 


Sun Life ..... 705,678,796 


Totals ..... $1,100,886,988 $ 


The gain by the North American is 
attributed to its mutualization. The 
new business of the Sun Life shows a 
greater than average drop, the decrease 
in Canadian business being from $122,- 
000,000 to $101,000,000, and in business 
outside Canada from $580,000,000 to 
$426,000,000. 

The gain of $247,000,000 in business 
in force by these seven companies in 
conjunction with the amount of new 
business, indicates that about $632,000,- 
000 of insurance ceased during the year, 
through payments, maturities and by 
lapse or other cancellations. Policy 
loans are greatly increased as the fol- 
lowing comparison shows: 


1930 1931 


Canada Life....$ 32,258,044 $ 36,090,242 
Excelsior Life.. 3,019,624 3,496,243 
Imperial ....... 12,197,985 13,724,992 
EE PRES 6,258,106 7,917,764 
Mutual of Can... 22,100,398 24,843,383 
North American 6,743,722 7,768,927 
Sun Life ....... 71,986,103 87,174,773 

Weteds «cocnes $154,563,980 $181,016,324 


Thus even after the heavy termina- 
tions of 1931, there is an increase of 
$26,500,000, or about 17 percent, in pol- 
icy loans. 

Mortality experience continued to be 
much better than expectations, the Sun 
Life quoting a ratio of 54.3 percent 
against 57.6 percent in 1930. 

Complete comparison of average earn- 
ings on invested funds are not avail- 
able but early figures indicate a decrease 
in the average, the London Life rate 
being down from 6.46 to 6.45 percent, 
the North American from 6.14 to 5.92 
percent, the Excelsior from 5.88 to 5.74 
percent and the Imperial from 6.00 to 
5.82 percent. 


Great-West Gives Agents 
Full Value of Advertising 





_ The Great-West Life of Winnipeg 
nas launched a serious advertising cam- 
paign in the trade press and daily news- 
papers. So that the agents may get 
the full benefit of the campaign, a hand- 
some portfolio, containing reproductions 
of the advertisements and types of ad- 
vertisements contemplated together 
with an announcement of the aid which 
the company will give agents in tie up 
advertising, has been put in the hands 
of the producers. 

There is included a complete series 
oF specially prepared advertisements for 
the use of the agent. The Great-West 
Life will bear half the cost of space and 
the full cost of plates of any of these 
advertisements which are inserted lo- 
cally by agents, but the agent must use 
4 minimum of six advertisements to be 
run not less frequently than every other 
week. Any of the regular advertise- 
ments to be used by the company in the 
national campaign are available to 





agents. The company starts out with 
a dignified statement ad for the daily 
papers and the trade press, the latter 
being intended, according to the an- 
nouncement, to be used to keep in close 
touch with the profession, 

Subsequent advertisements for the 
company have direct sales appeal by 
the use of photographs. The Great- 
West “minimum cost policy” is fea- 
tured in some of the advertisements. 
Coupons are attached. Then there are 
series of alternating smaller advertise- 
ments to be used in connection with the 
larger photographic type. In the smaller 
advertisements a few pertinent facts as 
to the financial details of the company 
will be inserted. 

The portfolio for the agents contains 
optimistic messages, together with large 
photographs of President G. W. Allan, 
General Manager C. C. Ferguson and 
Assistant General Manager H. W 
Manning. 


Suicide Extension Bill Is 
Reported Out in Virginia 





RICHMOND, March 3.—The bill 
sponsored by life companies, increasing 
from one to two years the time in which 
policies may be cancelled for suicide, 
passed last week by the senate, was re- 
ported out Monday by the house com- 
mittee on insurance and banking and 
was expected to pass the house some 
time this week. As originally drafted, 
the bill also provided for increasing the 
time from one to two years in which 
policies might be cancelled for fraud 
but this provision was eliminated in 
the senate. 

A resolution providing for investiga- 
tion of industrial insurance companies 
has passed both branches of the as- 
sembly. The measure originally pro- 
vided that the investigation should be 
conducted by the state corporation com- 
mission but as passed it merely pro- 
vides that the commission may conduct 
such an investigation if it deems one 
necessary. 

Senate bill 275 limiting the invest- 
ments of domestic life companies has 
been reported out by the senate com- 
mittee on insurance and banking and 
was expected to go through that body 
this week. Favorable action was also 
anticipated in the house. 


Samples of New Insurance 


Calendars Are Now Ready 





Samples of the new 1933 National 
Underwriter life insurance calendar are 
now ready. They have twelve sheets 
with a different sales picture and cap- 
tion on every sheet. The calendars are 
printed in two color rotogravure (blue 
and green) and are very well designed. 
The agent's name and advertisement 
appear at the top of every sheet, which 
is a popular feature. The pictures rep- 
resent different uses of life insurance 
and are attractively posed. 

There was a shortage of calendars 
this year because many local merchants 
didn't distribute them because of eco- 
nomic conditions. As a consequence 
insurance men are ordering more cal- 
endars for 1933 than they ever have 
before. 


Storer’s Speaking Dates 


Elbert Storer, president of the Na- 
tional Association of Life Underwriters, 
has returned to Indianapolis after an ex- 
tended trip in the southwest, where he 
addressed a number of local associa- 
tions. 

“T feel that I have already had a taste 
of summer,” he said, “and now I am 
going north where I may still find some 
evidences of winter.” He will speak at 
Grand Rapids, Mich., March 14; Detroit, 
March 17; Toledo, March 19, and prob- 
ably at Lansing March 15. He will be 
in Fort Wayne, Ind., March 24, and in 
Louisville on some date in March not 
yet determined. 











How Do You Stand? 


T is not enough for your own agents to know 

that your company is “‘all right’’. The public 
gets its impressions of any company from the 
whole body of agents and brokers, including 
thousands who do not represent it, and yet are 
answering inquiries about it. 


The agency list of any company is really very 
small compared to the total number of agents 
and brokers in the United States. It is assumed 
that a company stands well with its own agents, 
but how does it stand with the thousands of 
others who do not represent it, but from whom 
the public is most likely to get its impressions? 

_. wi 
After all, if an assured wants to get an un- 
biased opinion of a company, that opinion is 
sought among those not representing the com- 
pany. Those representing it are known to be 
prejudiced in its favor. 


How do you stand among the agents and brokers 
of the country that do not represent you? What 
do they say about you? What have you said 
about yourself in the advertising pages of The 
National Underwriter? Are you ‘‘well and favor- 
ably known’’ to them through the advertising 
you have done, or do they have to hesitate and 
stall when your name is mentioned? 


If they do it is costing you money. It is costing 
you a ¢reat deal more than the money you 
think you are ‘‘saving’’ by not advertising in 
The National Underwriter. The progress of a 
company that is unknown to the rank and file 
of agents and brokers is slow and difficult— 
against the current. No company should im- 
pose this extra burden upon itself when it can 
be removed by steady advertising in The Na- 
tional Underwriter. 


(Number 16 of a series devoted to the 


merits of National Underwriter advertising) 


The National Underwriter 


The leading weekly insurance newspaper 


C. M. CARTWRIGHT 
Managing Editor 


E. J. WoHLGEMUTH 
President 
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into this picture ? 
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MIDLAND 
MUTUAL 
GENERAL 


AGENT 


The man who can fit into this picture will be 
among those who will receive the greatest re- 
wards in the life insurance field. 


If he establishes an agency for this company he 
will receive every possible assistance in build- 
ing a permanent and profitable business. 


Such a man must have capacity, courage and 
industry .. . he must realize that a great part of 
his success depends upon his individual initia- 
tive. 


This man will succeed because he is not afraid 
of hard work... has a keen desire to be of 
service and gives careful study to his business. 


If you can fit into this picture— 


Address 


The Agency 
Department 


THE MIDLAND MUTUAL 


LIFE INSURANCE CO. 
Columbus, Ohio 








March 4, 1932 








AS SEEN FROM NEW YORK 





COL. H. A. PERSELL HONORED 


Col. H. A. Persell, manager of the 
42nd Street office of the Travelers in 
New York City, completed 25 years of 
service with the company Tuesday. He 
was greeted by the agents of the branch 
on his arrival in the office, which was 
decorated with flowers presented by 
them. His associates, comprising his 
immediate staff, presented him a silver 
carafe set, and also gave a luncheon in 
his honor. 

In observance of Colonel Persell’s 
quarter century of service with the Trav- 
elers, the agency and clerical forces of 
the 42nd street office have arranged a 
special drive in March, which will be 
known as Persell month. 

* * * 
HALL A LEAP YEAR PRODUCT 


The Penn Mutual organization cele- 
brated leap year day last Monday by 
“dedicating” the results of the day’s field 
work to J. Elliott Hall, well known gen- 
eral agent in New York. Mr. Hall’s 
birthday is quadrennial, as he is a leap 
year product. Vice-president John A. 
Stevenson and D., B. Slattery, manager 
direct mail department at the home 
office made a surprise visit to the Hall 
agency Monday morning. - They broke 
in on the Monday morning meeting to 
convey home office congratulations and 
to present Mr. Hall with a birthday cake 
duly candled for the number of leap year 
birthdays he had attained. 


* * * 
DUNSMORE AGENTS ACTIVE 


While Manager W. J. Dunsmore of 
the Equitable Life of New York was 
vacationing during February, his office 
staged a drive for business, the results 
of which were made public at a lunch- 
eon in his honor of his return to New 
York Monday. Business totaled 406 ap- 
plications for $2,078,000 of written busi- 
ness, with approximately $1,000,000 of 
paid-for business. The agency will 
stage a contest with the A. A. Harris 
Agency for paid-for business with a 
goal of $1,600,000. Home office officials 
at the luncheon included assistant sec- 
retary A. H. Reddall and H. H. Nolt- 
ing, division superintendent. 

* 


* * 
R. E. EDWARDS AT 42ND ST. 


Vice-president Luther of the Aetna 


Life announces new reorganization 
plans involving agencies at both 52 
Vandebilt avenue and 110 East 42nd 


street, New York City. 

R. S. Edwards, who has been gen- 
eral agent at the Vanderbilt avenue of- 
fice since July 1, 1930, will take over the 
business now handled by the 42nd street 


office. The resignation of H. C. Hub- 
bell, general agent at 110 East 42nd 
street, becomes effective March 15, at 


which time all business conducted by 
that office will be transferred to the R. 
S. Edwards Agency, which organization 
will move into the 42nd street suite of 
offices. 

Mr. 
Dartmouth in 


Edwards was graduated from 
1913, and became asso- 
ciated with the Aetna Life in 1915 as 
a group representative. In 1919 he be- 
came home office representative cover- 
ing the New England territory for the 
group department. 

A few months later Mr. Edwards be- 
came associated with the Boston agency 
under Vice-president K. A. Luther, who 


was general agent at that time. In 
1921 he went to the home office, and 
was made assistant secretary of the 


group department, He was elected sec- 
retary of that department in 1924, Mr. 
Edwards was appointed general agent 
in November 1925, when the partner- 
ship of Edwards & Baker, general 
agents at Detroit, was created by Mr. 
Luther. On July 1, 1930, Mr. Edwards 
was appointed general agent at 52 Van- 
derbilt avenue, New York City, suc- 
ceeding D. R. Mason, who went to the 








By R. B. MITCHELI 





home office as assistant superintendent 
of agencies. 

The company will continue the Van- 
derbilt Avenue agency, and will make 
a later announcement of plans concern- 
ing that office. Mr. Hubbell, in resign- 
ing, plans to devote his time exclusively 
to the writing of annuities. 

kK * * 
TWO RECORDS IN NEW YORK CITY 

February paid-for business of the J. 
S. Myrick Mutual Life of New York 
agency was $2,473,982 compared with 
$2,721,000 for February, 1931. The year 
to date total is $5,381,709 as compared 
with $5,552,500. The R,. H. Keffer 
agency of the Aetna Life paid for $2,- 
244,337 in February as against $2,139,- 
500 for February 1931. For the year to 
date the agency has paid for $4,797,144, 
as compared with $4,684,200. 





Conway Has Been Promoted 





Continental American Life Makes Its 
Philadelphia Manager Director 
of Field Service 





W. A. Conway, manager of the 1528 
Walnut street branch of the Continental 
American Life in Philadelphia, has been 
promoted to director of field service 
with headquarters at the home office. 
Mr. Conway opened a new branch office 
in Philadelphia in August, 1931, and has 
recruited and trained a group of full- 
time agents and established a success- 
ful sales agency within six months. He 
is being succeeded at Philadelphia by 
his field supervisor, W. F. Craven, who 
is Outstanding as a personal producer 
and and in the training and recruiting of 
new men, 





“Chris” Gough is Reappointed 


One of the first actions taken by the 
new New Jersey commissioner, Col. \\ 
H. Kelly, was to appoint C. A. Gough 
as deputy insurance commissioner, put- 
ting him in direct charge of the insur- 
ance department. Mr. Gough is a com- 
petent official and has served the Ne 
Jersey department for many years. He 
has a wide acquaintance with insurance 
officials and insurance men. 


Honor T. A. Buckner 


The New York Life agents are carry- 
ing on a contest in March in honor 
President T. A. Buckner in celebration 
of his first anniversary as president 
Every agent who fills his allotment w 
receive a de luxe copy of the new com- 
plete vest pocket rate book. There are 
a number of other prizes that will ! 
offered especially in connetcion with 
qualifications for attending agency cl 
meetings. 





Beha With Union Labor 


J. A. Beha, general manager of t 
National Bureau of Casualty & Suret 
Underwriters, has been elected a mem- 
ber of the board of the Union La! 
Life of Washington, D. C. He also was 
placed on the executive committee. 


Babcock to New World Life 
Babcock, 


Surt who has been 
the California-Western States Life, ! 
gone to the New World Life of Seatt 
as agency secretary. He was ¢ 
nected with his former company 


years. 





Richard A. Warner of Los Angeles 
policy change supervisor for the U« 
dental Life, has been awarded t! 
nual Edward Roche Hardy priz« 
sented by the Insurance Institute 
America. 
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rogressiveness in agency contracts—outstanding achieve- 

ment in increasing the purchasing power of the life in- 
surance dollar—specialization in select risks—high average 
policy—low expense ratio—highest margin of safety—that's 
the distinctive position of the Continental American. Learn 
the details by sending for a copy of the above book. 


A limited number of openings for men of character 

and ability in Massachusetts, New Jersey, Penn- 

svlvania, Delaware, Maryland, District of 

Columbia, Virginia, West Virginia, and Obio. 

Address your communication to George A. Martin, 
Vice-president. 


CONTINENTAL AMERICAN 


LIFE INSURANCE CQ. 


WILMINGTON DELAWARE 





SILVER AME=AWERSARY 
YEAR 
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President Appleby Comments on 
Conditions of the Present Day 








President T. W. Appleby of the Ohio 
National Life in his annual report calls 
attention to the unprecedented condi- 
tions of the day, saying that no one 
foresaw the calamitous condition of last 
year. No one thought that the stock 
market would recede to one-third of its 
value. No one expected to see the ad- 
mittedly sound values represented by 
high grade bonds practically disappear 
in many cases. It was not foreseen that 
large numbers of governments would 
default on their obligations nor 15 na- 
tions abandon the gold standard. Nor 
did anyone think that manufacture and 
business generally would be the small- 
est in value in 25 years nor that 2,000 
banks would be forced to dispend. They 
could not believe that the farmer’s in- 
come would be further reduced by one- 
fourth. Depression, he said, has been 
kept in the minds of individuals to the 
exclusion of almost everything else. 
These factors, he said, naturally have 
had an effect on life insurance. 

Speaking for the Ohio National he 
said that its production was 10 percent 


less. Business placed on the books the 
previous years has been maintained with 
greater difficulty than ever before. 
President Appleby said that an analysis 
of reinsurance business it had accepted 
from other companies proved it had 
been unprofitable so last year it was 
discontinued. The reinsurance business 
in 1930 amounted to $4,000,000. Last 
year he said the Ohio National concen- 
trated its efforts on its older agencies. 
Field expense was materially reduced 
and the unit cost of new business was 
the lowest the company has enjoyed for 
some time. 
Policy Loans Increased 


Speaking of policy loans President 
Appleby asserts that as depression 
dragged its weary length, securities 
shrunk in value and savings disappeared, 
more people have been forced to turn 
to values obtainable in their life poli- 
cies. Approximately 5 percent of the 
company’s assets have been absorbed in 
policy loans. The unfortunate feature, 
he said, is that this loaning process has 








led to the sacrifice of large amounts of 
insurance. He predicts that this situa- 
tion will lead to much large amounts of 
termination that growth of business this 
year will be made exceptionally difficult. 
He predicts that many companies will 
show a small decrease in business in 
force at the end of this year. However, 
every policy which lapses relieves a 
company of a definite liability and does 
not affect its financial stability. Last 
year the Ohio National reinsured the 
American Old Line of Chicago and the 
Omaha Life, increasing its insurance by 
33 percent to approximately $113,000,- 
000. 
Comment on Mortgage Loans 


Speaking of mortgage loans President 
Appleby said there is widespread infor- 
mation about them. There have been 
many foreclosures and there will be 
many more. These have been confined 
to farms, principally in certain localities 
and to the larger properties in cities 
where the financing was done by the 
mortgage bond methods. The Ohio Na- 
tional, he states, has confined its invest- 
ments in the cities largely to smaller 
loans on homes. The Ohio National 
foreclosures amount to less than one- 
fifth of 1 percent per year. Most of the 
land that it has taken over has been 
received from the two companies it ab- 
sorbed. Its surplus decreased $500,000 
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MR. YOU 


the past few months we have been 


telling you about our ORGANIZED SALES 


»> »> » 


As further evidence of the success of this 
plan, The Minnesota Mutual enjoyed, not only 
the greatest volume of regular business it has 
ever enjoyed during its December “Randall 
Month,” but production of regular business dur- 
ing 1931 exceeded the production of this class 
of business for any one year since this Company 
was organized in | 880. 


Any man intent upon success cannot afford 


to pass up the opportunity the ORGANIZED 
SALES PLAN offers. 


If interested, fill in the coupon below and 


pe a nn nn nn nn nnn nen nen enna 


The Minnesota Mutual Life Insurance Co., 


St. Paul, Minnesota 


I am interested in your ORGANIZED SALES PLAN. 


me full particulars. 


The National Underwriter 
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due to the fact that it paid out that 
amount for these two reinsurances. 


Observations on Conditions 


_President Appleby does not see many 

signs that point to any great improve- 
ment in the general economic situation. 
He has no patience with the theory 
that American civilization is about to 
break down and that Russia will become 
teacher of this country. He declares 
that undoubtedly there will be just as 
many readjustments for 1932 as last 
year. In conclusion he said: 

“Of one thing we may be sure, hu- 
man nature is unchanged, and human 
wants are insatiable. Every family 
wants something better than it now has 
and, as soon as the debris of the crash 
is cleared away, I have no doubt that 
we shall begin again on an upward 
climb, based on a wider distribution of 
wealth and a wider distribution of 
things old and new that will raise our 
standard of living and increase the hap- 
piness of American families. Life com- 
panies have so withstood the depression 
and their help has ameliorated so much 
of its sufferings that they have become 
generally recognized as the friend of 
the people, and in that new era to dawn 
(and let us hope it will not be deferred 
too long), life insurance will take a 
more conspicuous place.” 


U. S. High Court Declines 
to Review Disability Case 





Total and permanent disability under 
a group insurance policy was the sub- 
ject of a decision in the case of Pru- 
dential vs. Glenn E. Wolfe, which the 
United States Supreme Court has de- 
clined to review. The judgment was 
in favor of the Prudential. 

The question was whether disability 
began while the insurance was in force. 
Wolfe was on a debit for the Pruden- 
tial at Kansas City and was issued cer- 
tificates under the employes group pol- 
icy. The certificates provided $4,000 
death benefit, and also provided for 
payment of the principal sum, either in 
one sum or in monthly installments, if 
the employe became “wholly, continu- 
ously and permanently unable to per- 
form any work for any kind of com- 
pensation of financial value during the 
remainder of his life time,” if the dis- 
ability began while the insurance was 
in full force and effect. The insurance 
continued only during employment by 
the company. 

On Aug. 10, 1928, Wolfe was advised 
that he had tuberculosis and should go 
to Colorado. He got his “final” on 
Aug. 23, 1928. The company gave him 
two weeks’ pay under its service bene- 
fit plan, and offered to pay for his care 
at a sanatorium, but advised him that 
he was no longer an employe, inas- 
much as he was receiving no compen- 
sation, and on his part, unable to ren- 
der any service. 

Wolfe declined the offer to be sent 
to a sanatorium and tried various en- 
ployments at which he earned $844 dur- 
ing 1929. 

Thereafter he brought suit for total 
and permanent disability under his cer- 
tificates. After an obscure and confused 
charge by the trial court the jury 
brought in a verdict against the com- 
pany. On appeal the United States 
circuit court of appeals reversed the 
case, saying that upon the trial courts 
own statement of the issues and facts, 
a motion of the company for a directed 
verdict should have been sustained. Ap- 
peal was taken to the United States 
Supreme Court which refused to revieW 
the case. 





H. S. Nollen, president Equitable Life 
of Iowa, has been elected a fellow of the 
American Association for the Advance 
ment of Science. Mr. Nollen is widely 
known as an authority on the actuarial 
side of life insurance as well as on 1 
surance matters generally. Each yea 
for four years he has read a paper be 
fore the Association of Life Insurance 
Presidents at its annual meeting. 
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Hugh D. Hart Goes With 
Orange Crush Company 








Perot, Adair & Co., of Washington, 
D. C., a private banking house, who 
have made considerable money by get- 
ting control of important corporations 
and building them up more efficiently, 
recently acquired the Orange Crush 
Company and in announcing that Hugh 
D. Hart, former vice-president of the 
Penn Mutual, had joined the firm, state 
that he has been placed on the board of 
the three corporations which the house 





HUGH D. HART 


controls, viz., the Southern Corpora- 
tion of Washington, the holding com- 
pany, the Finance Service Company of 
Baltimore and the Orange Crush Com- 
pany of Chicago. He is made a member 
of the executive committee of the 
Southern Corporation and the Orange 
Crush. 


Hart Work Watched 


The firm states that its members 
watched Mr. Hart’s record for many 
years long before he left the Penn Mu- 
tual. The announcement states that the 
members determined that some day they 
would have him associated with the 
firm. The announcement says, “We 
have made a careful and critical study 
of Mr. Hart’s life insurance record for 
several years and have been amazed at 
the brilliant results he has attained. 
From our observations of the life insur- 
ance business we think he is at least 
10 years ahead of his time in distribu- 
tion methods. He will devote a con- 
siderable part of his time during the 
next few months to the expansion plans 
of the Orange Crush Company of Chi- 
cago, which is now extending its busi- 
ness into 33 nations. He will also be 
actively devoted to the expansion and 
“istribution problems of all the future 
companies which we may acquire.” 


Orange Crush Expansion Program 


The Orange Crush Company has its 
general offices at 318 West Superior 
street, Chicago. It has 700 beverage 
manutacturing affiliates and is starting 
a large national advertising campaign 
in April which will appear in the “Sat- 
usday Evening Post” and 185 news- 
Papers in key cities. This expansion 
Program is said to be the most expen- 
Sive that any fruit beverage company 
has undertaken. The company is man- 


aged by its executive committee. Mr. 
i I applying life insurance sales 
— to manufacturing. Since Mr. 


t went with Perot, Adair & Co., the 
es states that it has had a number of 
ephortunities to buy life companies. It 
- ~ however, that it has had its 
ands full with its other propositions. 


firm 





IL r 
mt, , Williams, formerly with the Mis- 
a ante Life at Corpus Christi, Tex., 
een appointed general agent there 
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THE PACIFIC MUTUAL LIFE 
INSURANCE COMPANY 


OF CALIFORNIA 


Sixty-Fourth Y ear 


Balance Sheet, December 31, 1931 


ASSETS 


Loans on Real Estate....$ 90,715,746.78 ¢ 


Amount of loan does not 
exceed the statutory per- 
centage of appraised 
value. 


Loans on Approved 
PE tecccannsaene 


Loans to Policy- 
PO ec censscccacesss 


In no case does amount of 
loan exceed the reserve 
held by the Company. 


CE nk sane anne sess 

Preferred Stocks ........ 

fo Ee 
Including Home Office 
Building. 


Interest Due and Accrued 
Outstanding and Deferred 
Premiums— 
Life Department 


Accident Department 


Net amount — Reserve 
charged in Liabilities. 


Ce ON Bn kee cocns 


Including $861,407.98 of 
deposits drawing interest. 


NN a on aly 
TOTAL ADMITTED 


8,020,261.55 


37,484,060.61 


35,607,880.13 
2,134,102.63 
8,232,405.15 


2,706,488.32 


3,709,134.25 
770,556.42 


901,199.79 


41,972.11 











eee rT Te ree 


$190,323,807.74 * 


LIABILITIES 
Reserves on Policies... .. $158,823,547.26 
Reserve for Claims Ap- 

proved, payable in In- 

err 7,475,002.00 
Reserve for Contingencies 1,750,000.00 
Claims Awaiting Proofs.. 2,069,921.00 
Premiums and _ Interest 

Paid in Advance....... 1,288,614.42 
Reserved for Taxes Pay- 

GD BGG cccvcsscccces 996,477.00 
All Other Liabilities..... 772,499.86 
Total Liabilities ........ $173,176,061.54 
Capieal Steck ........:.; $ 5,082,000.00 
Surplus Set Aside for Fu- 

ture Dividends to Pol- 

icyholders ............ 2,419,640.63 
Surplus Unassigned ..... 9,646,105.57 
DEPRES Kaieussardwnnwed $190,323,807.74 





Comments on the Above 


The Average Rate of Interest earned on the $90,715,746.78 of Mortgage Loans was 5.92 per cent. 


There were but five items of delinquent interest on these loans amounting to $13,226.29. 


the year there was one mortgage, $8,000, in process of foreclosure. 


erties acquired through foreclosure, the investment on these amounting to $194,938.46. 


On the Loans on Approved Collateral, all the interest due was paid excepting two cases, amounting 
to $2,031.26. Of the Bonds owned, book value $35,607,880.13, those on which any interest was delinquent 
were valued on the Company’s books at $77,400.00. The Real Estate owned, excepting the few small prop- 
erties acquired through foreclosure, represents the Company’s Home Office Building, for which the latest 
official examination of the Company by the Commissioners’ Committee allowed a value in excess of 


$3,500,000.00 over the Company’s book value. The Average Rate of Interest earned on the Total Mean 


Invested Assets in 1931, was 6.24 per cent. 


, The Total Cash Income for the year, $48,962,002.54, was $601,310.26 greater than in the year preced- 
ing. Of this Income, $34,977,848.21 was for Premiums Paid in, which was an increase in the year of 


$704,535.79. The Total Admitted Assets increased $12,651,076.56. 


The Reserves on Policies and for Instalment Claims now running, $166,298,549.26, increased $12,- 
253,152.85. The Company paid its Policyholders during the year for all purposes $24,944,863.66, which was 
$2,634,078.02 more than in 1930, and has paid its Policyholders since it began business $229,951,010.24. 
The Actual Death Rate in 1931 was 58.1 per cent of the Expected Rate, as against 62.6 per cent the year 


preceding. 


A marked trend in the sale of business during the year was towards the purchase of investment 
forms of insurance, increasing the first year premium income, while less life insurance for protective 
purposes was placed. The Company closed the year with a total of $753,963,983.00 of Paid Life Insur- 


ance on its books. 


HOME OFFICE, LOS ANGELES, CALIFORNIA 


The Company owns only five prop- 


At the end of 











American Life of Texas. 
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Bankers Guaranty Official 
States Company’s Condition 





W. T. Patterson, president of the 
Bankers Guaranty Life of Dallas, has 
written to THe NationAL UNDERWRITER 
making some statements about the con- 
dition of the company in view of the 
action of the Texas attorney general in 
dismissing suit for forfeiture of char- 
ter and appofntment of a receiver 
against the Bankers Guaranty. 

Mr. Patterson says that the Bankers 
Guaranty has no debts other than for 
death claims except its ordinary 
monthly operating expenses which are 
paid at the end of each month. Part 
of the large amount charged against 
the Bankers Guaranty was for death 
claims and part was stated to be for 
past due and unpaid salaries to officers, 
according to Mr. Patterson. The com- 
pany, he says, does not owe the offi- 
cers any back salaries, which have been 
reduced, without the auditor having 
taken cognizance of it. 

Tells of 1931 Record 


In 1931, Mr. Patterson says, the 
Bankers Guaranty paid 74 percent of 
all money collected from assessments, 
including the annual general fund as- 





sessment, to beneficiaries on claims, the 
total payment to beneficiaries being 
$461,000, 

Mr. Patterson asserts that in the con- 
ference with the attorney general’s de- 
partment, explanation was made that 
death claims are not considered a lia- 
bility against a mutual assessment asso- 
ciation unless assessments have been 
made for them. 

Mr. Patterson says the Bankers 
Guaranty has no assessed and unpaid 
claims but does have a number of paid 
and unassessed claims, which he says, 
in a sense constitute an asset. 

“It was decided,” Mr. Patterson de- 
clared, “that the company is fully sol- 
vent as all claims for which assessments 
had been made have been paid.” 


Assistant Attorney General's Letter 


Mr. Patterson encloses reproduction 
of a letter from Sidney Benbow, assist- 
ant attorney general, as follows: 

“In compliance with our understand- 
ing I wish to advise you that the state 
has dismissed all litigation which has 
been heretofore pending against your 
company. I am quite sure, under the 
present agreement, which I have every 
reason to believe your company will 
carry out, that the company will pros- 
per and the policyholders in whom we 
are vitally interested will be amply pro- 
tected and the company will be able to 





carry out its obligations as evidenced 
by its by-laws and policies. 

“Wishing you all the success in the 
world, and assuring you that it is not 
the policy of this department to wreck 
your company but to do everything pos- 
sible in a constructive way for the bene- 
fit of your members and policyholders.” 


Life & Casualty of Chicago 


Hits a Snag in Tennessee 





NASHVILLE, TENN., March 3.— 
Efforts of the Life & Casualty of Chi- 
cago to be licensed in Tennessee have 
proved unavailing, due to the fact that 
there is already in Tennessee, with home 
offices at Nashville, a company of the 
same name. Attorney General Smith 
now holds that the insurance commis- 
sioner could legally withhold a permit 
to the Illinois company, and likewise, 
that the secretary of state could legally 
decline to issue a certificate of author- 
ity, because of this fact. 

“The Life & Casualty of Nashville 
has been doing business in this state 
for over 20 years, and the licensing of 
another company by the same name to 
do business in the state would tend only 
to hopeless confusion,” said General 
Smith, 
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First Mortgage Loan 
Government, 


mium Notes 
Cash in Banks....... 


Interest Due and 
Accrued 


eee eee 


see eee eeene 


RY Premiums 
Real Estate 


WH TOTAL 


725 


~ 
Fs 

‘4 

WA) 


Insurance in 


> a 
—— 


“4X 


Gain in 193 
Surplus and 
Gain in 1931 
Ratio of Act 
Total 





WA ASSETS 


Municipal, 
and Corporation Bonds 10,453,019.16 


Policy Loans and Pre- 


Net Due and Deferred 


New Paid Business...... 2 EE A ee Ke 
Gain in Insurance in Force...............- 
YZ Total Assets 


Payments to 
Organization 


Mutual Irust 


LIFE INSURANCE COMPANY 
Edwin A. Ols 


s. .$10,363,906.78 


s D : 
6,187,51562 +... eposit 


264,454.53 


eee 


548,056.88 


919,739.05 
2,150,000.00 


Reserves 


. . .$30,886,692.02 TOTAL 


SIGNIFICANT FIGURES 


nas eckeresevssscesceecl $181,175,115.00 
29,673,550.00 
2,483,189.00 
30,886,692.02 
2, 
1,695,253.95 


Denakeneddedstbabesbeanacusas 
Contingency Reserves......... 


ual to Expected Mortality...... 
Policyholders since 


on, President 





LIABILITIES 


Legal Reserve ......... $26,616,243.00 
Claims Matured and Ex- 
oe eee 


Dividends to Policyhold- 


Taxes and Expenses 
Accrued ...... 
Premiums and Interes 
Paid in Advance.... 
Surplus set aside for fu- 
ture payments of Divi- 
BUNGE cecucens 
Surplus and Contingency 


seeee “* 


cievews $30,886,692.02 


eee 


23,942,978.32 


ILLINOIS 

























177,233.62 
1,353,968.09 
160,523.18 
204,372.66 


679,097.52 
1,695,253.95 





237,530.34 


290,564.65 
44% 
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Dawson Position 
Is Now Unsettled 


(CONTINUED FROM PAGE 3) 
ing policies has been cut approximately 
25 percent and it is anticipated the com- 
pany will save from $300,000 to $400,- 
000 from this source alone. 

Ten percent salary reductions have 
been in force for several months and 
payment of stock dividends have been 
passed. 


STILL ON THE BENCH 


LOUISVILLE, March 3.—Although 
Judge Dawson was expected to go to 
St. Louis on or before March 1, to as- 
sume the presidency of the Missouri 
State Life, he is still on the federal 
bench here. 

When asked about his plans Judge 
Dawson virtually reiterated a statement 
that he has made several times the 
past two weeks that an effort was being 
made to work out a program satisfac- 
tory to all parties. He now states that 
it might be a week or ten days before 
he would be ready to issue a definite 
statement. 

It is well known in insurance circles 
that the delay has been in connection 
with a demand made by Judge Daw- 
son that the Security Life of Chicago 
and Inter-Southern Life of Louisville 
work out details of a plan whereby the 
Inter-Southern, which is controlled by 
the Security Life, can trustee its large 
holdings of Missouri State Life stock. 

With one-third control of the Mis- 
souri State in controversy, there would 
always be danger that it might be sold, 
which might result in a new fight for 
control of Missouri State Life. Al- 
though the contract tendered Judge 
Dawson was for five years, in event 
the big block of stock should change 
hands at any time within that period, 
it might result in a very unsatisfactory 
position for the president. If this 
block of stock can be placed under trus- 
teeship, which would assure that it 
would be voted one way for five years, 
then the judge would be fully pro- 
tected. 

The judge has indicated that unless 
a program satisfactory to himself can 
be worked out, he is going to remain 
on the federal bench, 


Would Make Inter-Southern 
Buy Missouri State Bonds 


ST. LOUIS, March 3.—H. H. Sims, 
owner of 300 shares of Missouri State 
Life, has filed suit to compel the Inter- 
Southern Life to repurchase from the 
Missouri State real estate bonds ane 
mortgages with a face value of $2,040,- 
000 under the terms of a contract 
May, 1930. 

He alleges that the contract was ne- 
gotiated by Rogers E. Caldwell an¢ 
James E. Caldwell. He asks that the 
148,050 shares of Missouri State held by 
the Inter-Southern be impounded and 
that the court name a receiver to hold 
and liquidate this stock to satisfy amy 
judgment that may be returned; that at 
injunction be issued to restrain bot 
companies from transfer of any Mis- 
souri State stock by the Inter-Souther® 

Sims says in May, 1930, the Inter 
Southern, acting through the Caldwells, 
sold to the Nashville Trust Compan) 
certain bonds and real estate mortgag® 
which the petition alleges were “value- 
less or nearly so.” Later, he says, the 
trust company assigned to the Missour 





State the contract under which it ha¢ 
purchased the securities from the Inter 
Southern. This contract is said to have 
carried a guarantee that the Inter-Sout™ 
ern would repurchase the securities © 
demand within a fixed period. 


M. A. Kern, president of the Lite & 
Casualty of Chicago, was married Ja® 
36 to Miss Virginia Wilson of Dallas 
Tex. Mr. and Mrs. Kern returned this 
week from their honeymoon which W® 
spent at New Orleans and Biloxi. 
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THE 





etenenen Tries 
to Stage Debate 


(CONTINUED FROM PAGE 3) 


Mr. Simon was in Chicago last week 
attending the meeting of the executive 
committee of the National Life Under- 
writers Association. At luncheon at the 
Stevens hotel, where a group was seated 
including Mr. Simon and Mr. Patter- 
son, it was suggested that a debate be- 
tween Mr. Simon and Mr. Eubank on 
the subject would be highly illuminat- 
ing and interesting. Mr. Patterson 
therefore addressed the two New York- 
ers by telegraph, inviting them to par- 
ticipate in a debate in Chicago this 
month. The telegraphic correspond- 
ence is given, 





President Patterson's Invitation 


Through the insurance journals you 
have attacked the so-called cut rate life 
insurance contracts while this week's 
journals contains an article by Gerald 
Eubank defending the practice. Be- 
lieving that an open debate of the whole 
idea with all its ramifications would be 
most interesting and instructive to the 
life insurance fraternity nationally as 
well as for the good of the American 
public the Chicago association as a 
neutral ground offers you the facilities 
of our March meeting for such discus- 
sion with whatever assistants either of 
you might desire. One to five hours 
would be available with Judge Kenesaw 
Mountain Landis, Clarence Darrow or 
some equally prominent and impartial 
leader as presiding officer. Decision to 
be by secret ballot by those present by 
a jury of newspaper men or in any man- 
ner agreeable to you both. Please wire 
me immediately if it would be possible 
for you to participate in this public de- 
bate. Have sent this same telegram to 
Eubank. 

A similar wire was sent Mr. Eubank, 
the first paragraph reading: “Through 
the insurance journals Leon Gilbert 
Simon has attacked the so-called cut 
rate life insurance contracts while this 
week's journals contain an article by 
you defending the practice.” 


Replies Are Given 


Mr. Simon replied: 

Telegram received, will be delighted 
to debate this matter with Eubank, Any 
date after March 15 acceptable to me. 

Mr. Eubank said: 

Doubt if gainful end would be accom- 
plished through public debate with 
Simon as outlined by you. There are 
two distinct schools of thought among 
agents and companies on the funda- 
mental questions involved. Public pays 
the bili and I will let it decide the issue 
in instances where it is given the oppor- 
tunity to do so. Appreciate the compli- 
ment you have paid me in suggesting 
that I lead the fight for right, but I 
think inadvisable to accept the invita- 
tion 

President Patterson wired Mr. Simon 
Mr. Eubank declined the invitation 
whereupon Mr. Simon wired Mr. Pat- 
terson: 

“His refusal confirms my belief that 
a public discussion would clearly indi- 
cate the weakness of his argument. 
Under the conditions, I ask that you 
kindly release the telegraphic corre- 
spondence to the insurance journals.” 





Continental National Expands 


lhe Continental National Life of San 
\ntonio, Tex., has appointed M. C. 
— te as manager for the Dallas terri- 

Che Continental National and the 
Beck American, of both of which C. E. 
Bec xer is president, are making rapid 

rides in agency development and most 
, the strategic points in Texas are 
i a covered. With a few changes 
re nd additions the agency forces of the 
wo companies are expected to produce 


1 ore than $1,500,000 paid business per 
nonth, 


Explains Direct Mail 
Douglas Custis, district manager for 


the e Mutual Life of New York at Cleve- 
‘and and a leading personal producer, 








explained his successful use of direct 
mail campaigns in a talk before the 
George A. Patton agency of the Mutual 
Life of New York at Columbus, O. Mr. 
Patton said that his average policy was 
for $5,400. 





Disability Losses 
Continue Upwards 


(CONTINUED FROM PAGE 1) 


be a good time to buy up disability pro- 
visions where practicable. It does not 
seem likely that anything will be done 
along this line, however, on account of 
possible complications. 

What the Exhibit Shows 


The gain and loss exhibits of almost 
all companies show heavier losses or 
smaller gains from disability business 
than was the case in the 1930 state- 
ments. Several companies which showed 
gains on the previous report show losses 
this year. The extent to which these 
losses will continue in future years de- 
pends on how near disability reserves 
come to being completely adequate. In 
many companies the reserves =-e not at 
present adequate so losses must con- 
tinue from this source in the future 
even though by elimination or restric- 
tion these companies may have put fu- 
ture disability insurance on a self-sus- 
taining basis. Actuaries are reluctant 
to predict just what fluctuations will 
take place in disability gain and loss 
exhibits before the bad experience on 
the old, liberal clauses is finally washed 
out. 

In the table presented this week, the 
figures of a few companies were not 
available, among those absent being the 
State Mutwal, Berkshire, Bankers of 
Iowa, Colonial, U. S. Life, Monarch, 
Postal, Massachusetts Protective, Can- 
ada, Confederation, Mutual of Canada, 
Victory, Columbian National and 
Church Life. 





Taxability of Insurance 


Proceeds Now Clarified 


(CONTINUED FROM PAGE 1) 


to the estate tax. For convenience the 
first test will be called the ‘law test’ 
or the ‘taken out test’: while the sec- 
ond test will be called the ‘Supreme 
Court test’ or ‘ownership test’. 

“The ‘Law Test’ or ‘Taken Out Test’: 
The present federal estate tax law pro- 
vides for the taxability of life insurance 
proceeds payable to named beneficiaries 
in excess of $40,000 under policies taken 
out by the decedent. The treasury de- 
partment has ruled that insurance is 
deemed to be taken out by the decedent 
in all cases where he pays all the pre- 
miums but insurance is not deemed to 
be taken out by the decedent where all 
the premiums are actually paid by the 
beneficiary. Hence, by applying this 
test insurance payable to named bene- 
ficiaries in excess of $40,000 is declared 
to be taxable if the premiums were paid 
by the insured. On the other hand, it 
is declared to be exempt from tax if 
the premiums were actually paid by the 
beneficiary. 

Ownership Test 


“The ‘Supreme Court Test’ or ‘Own- 
ership Test’: This second test is then 
applied only to the insurance found to 
be taxable by the application of the first 
test; that is, insurance for which the 
insured has paid the premiums. If it 
is found that the insured retained legal 
incidents of ownership in the policies 
during his lifetime the insurance is de- 
clared to be taxable by reason of the 
decision of the Supreme Court in the 
Chase National Bank case and Article 
27 of Regulations 70. On the other 
hand, if it is found that the insured did 
not retain legal incidents of ownership 
in the policies during his lifetime the 
insurance is declared to be exempt from 
tax. 

“The new amendment to Article 27, 
Regulations 70, has been issued, there- 
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Home. “Office | Building 


A Complete Life 
Insurance Service 
for a Modern Age 


cR> 


We Offer 


—Policies all ages, 1 day to 70 years. 

—Both Participating and Non-Participating. 
—Non-Medical—Sub-standard. 

—Disability, Dismemberment and Surgical Benefits. 


—Special Monthly Premium Payment Plan. 
—Double Indemnity. 


—Children’s Policies with Beneficiary Insurance. 


—NEW FAMILY INCOME PROTECTION 
POLICY. 


—Sales Planning and Circularizing Department. 
—Producers’ Club. 


Available territory in seventeen 
states West of the Mississippi 
River and in Illinois and Florida. 


WRITE DIRECT TO HOME OFFICE 


csr 


Central States Life 
Insurance Company 


James A. McVoy, President 


HOME OFFICE: SAINT LOUIS 
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RETIREMENT INCOME BOND 


Deferred Monthly Income 
Cash Values 
Death Benefits 


Participation in Surplus 


Privilege of Conversion to 


Income at Earlier Age 


The Mutual Benefit Life Insurance Company 


Newark, New Jersey 
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ENOUGH IS ENOUGH! 


- us leave the depression, so far as 
legislative acts can cure it, to government, and 
let each underwriter end his own depression, 
if he has one. If we confine ourselves to the 
superior task of getting our job done, and leave 
the depression literature to be read by statis- 
ticians and theoretical economists, our own 
individual depression will be depressed and 
will vanish. 


Unemployment situation? For us? Billions 
were written last year by life underwriters. 
They prevented—or they smashed/—their own 
individual depression by one simple thing — 
WORK! 


Life insurance has lived through nineteen 
major depressions. Life underwriters have 
lived through nineteen major depressions. In 
each the man who refused to be downed was a 
prosperer. History is repeating itself, in every 
Company, in every Agency. 


© 


THE PENN MUTUAL LIFE INSURANCE CO. 
WM. A. LAW, President 


Independence Square Philadelphia 























fore, for the purpose of indicating that 
this article applies only to insurance that 
is found to be taxable by the applica- 
tion of Article 25; that is, insurance 
‘taken out by the decedent upon his own 
life’ or, as defined in Article 25, insur- 
ance for which the insured has paid the 
premiums.” 





Executive Group 
in Busy Session 


(CONTINUED FROM PAGE 1) 


adopt a resolution to the effect that if 
the program is adopted its effective date 
be deferred until a year after adoption, 
but objection was made that the action 
might be interpreted as approval of the 
program by the executive committee. 
Accordingly Mr. Cummings said that 
he will make the recommendation in 
August on behalf of the by-laws com- 
mittee. Mr. Cummings said that some 
of the objections so far registered to 
the program have been due to fear that 
it would become immediately effective 
when adopted. 


Riehle Gives Report 


Another highly interesting feature was 
the report of T. M. Riehle, general agent 
of the Equitable of New York in New 
York City, third vice-president of the 
National association and chairman of 
the program committee for the San 
Francisco meeting. He announced the 
tentative schedule which has already 
been published, but said that one varia- 
tion is under consideration. That is, 
that instead of starting the regular ses- 
sions of the convention Tuesday after- 
noon, Aug. 16, that the first session be 
held Tuesday evening. If that program 
is carried out, the million dollar round 
table and the managers’ section will hold 
concurrent sessions all day Tuesday, if 
necessary, and complete their work in 
time to attend the first session of the 
convention. There will be two sessions 
Wednesday while Thursday will be de- 
voted to sight seeing and recreation and 
the convention will close with two ses- 
sions Friday. 

As the result of hundreds of letters 
being dispatched, soliciting ideas as to 
speakers and subject matter for the 
convention, Mr. Riehle said that the 
program committee has about 300 names 
of prospective speakers from which to 
choose. Several invitations have already 
been issued and there have been one or 
two acceptances. He said that at least 
one cabinet member and one United 
States senator of international promi- 
nence will be on the program. 


Reports on Membership 


C. C. Thompson of Seattle, vice-presi- 
dent of the National association, re- 
ported as chairman of the membership 
committee. He said that the National 
association shows an increase in mem- 
bership at this time in comparison with 
the same date last year, a remarkable 
record, in view of the fact that the 
great majority of trade associations have 
suffered great shrinkage in membership 
during the depression years. 

Mr. Thompson said that there are as 
many good men outside of the associa- 
tion as there are in it. He said that 
the plan is proving effective of having 
12 district chairmen throughout the 
country, who have the option of ap- 
pointing state chairmen. Fourteen state 
chairmen have been appointed, he said. 

One district chairman has been fol- 
lowing the plan of designating one 
member of each local association in his 
jurisdiction as a direct representative of 
the National association for member- 
ship purposes. 


Company Representation 


Mr. Thompson reported the results of 
an analysis conducted bv Assistant Man- 
aging Director M. L. Hoffman last year 
of a division of membership, according 
to company representation. This analy- 
sis proves, according to Mr. Thompson, 
that there is a vast untouched field for 
proselyting. The analysis showed that 
52 companies provided 16,903 members; 





20 companies provided 13,583 members 
and 25 companies 14,782 members. 

Of 227 association presidents, 65 com- 
panies were represented; of 213 secre- 
taries, 65 companies were represented, 
and of 182 executive committeemen only 
58 companies were represented. Only 
98 companies were represented in those 
three offices. Mr. Thompson pointed 
out that there are 348 companies op- 
erating in the United States and that 
45 percent of them are providing 87 
percent of the membership of the Na- 
tional association. That, he said, gives 
an idea of the possibilities for extending 
membership. 

Automatic Membership 


Mr. Thompson commended the plan 
of the so called automatic membership 
plan, by which the membership fee is 
deducted by the cashier in the agency 
each year until revoked by the men- 
ber. Mr. Thompson said that the Na- 
tional association should cooperate in 
providing programs for sales congresses 
and educational courses for local asso- 
ciations. 

The support of the companies is 
needed, according to Mr. Thompson 
There should be greater endorsement o 
the work of the National association on 
the part of the companies. None of the 
companies, he said, are opposed t 
the National association, but many of 
them regard the association as some- 
thing entirely apart. The companies, 
he said, have nothing to fear from the 
growth of the association, which con- 
ducts legislative work in their interest, 
combats twisting, etc. Many field sv- 
pervisors, he said, are apathetic be- 
cause they feel that their companies are 
lukewarm. He suggested that a com- 
mittee be appointed to cooperate with 
home offices. He did not, however, ask 
for a vote. 

Storer’s Activity 


President Elbert Storer, who is gen- 
eral agent at Indianapolis for the 
Bankers Life of Iowa, said that so far 
in his administration he has addressed 
about 30 local associations, sales con- 
gresses, etc., in various parts of the 
country. He reported great interest in 
the association’s affairs despite hard 
times. 

Mr. Storer read a telegram from the 
Miami association, making a bid for the 
National association convention at 4s 
early a date as possible. 

L. O. Schriver, general agent of the 
Aetna Life at Peoria, Ill., who is sec- 
retary of the National association, sai 
that although the secretary officially 
had few chores, that he had traveled 
some 9,000 miles, addressing associa 
tions; that he helped to launch the new 
association at Milwaukee and that he 
had helped to increase and _ stabilize 
membership. 

Hull Pays Tribute 


As Mr. Schriver sat down, Managing 
Director R. B. Hull paid a tribute 
him saying that he had done great work 
and was available at his own expenst 
that he was donating his services. | 
C. Gilman, general agent for the N* 
tional Life of Vermont at Boston, w'° 
is the National association wit and live 
up to his reputation at Chicago, prompt! 
shouted: “We'll take him.” Later Mr 
Gilman said that he had been traveling 
about the country, having a great time 
and that if Mr. Schriver was footing 


own bills, “he doesn’t know what ‘ 
sucker he is.” a 
Mr. Hull reviewed his great sw 


around the circle, which he is just co” 
pleting, during which in two mont 
he addressed 50 associations. The #& 
tendance, he said, was twice as sre 
as last year, indicating greater vital 
and vigor in the field. Agents wet 
never more eager for education, he & 
clared. There is further evidence of 
fact, he said, in the great response wh" 
the companies are getting to education 
material. The problem of members!) 
he said, is self solving, according to ™ 
service afforded. e 

Reverberations of life insurance 42); 
he said, are still being heard. It prove’ 
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to be a great time to capitalize on pub- 
lic confidence in life insurance. 

Mr. Hull paid his respects to twisters, 
saying that they couldn’t succeed with- 
out the craze for volume on the part 
of the company. 

San Francisco and Oakland, he said, 
are agog over the convention. San 
Francisco, he reported, has financed the 
convention in advance, giving a course 
of lectures, which are underwritten by 
managers and general agents. 

Mr. Hoffman reported that since the 
Pittsburgh convention, eight new asso- 
ciations have been formed, bringing in 
841 members. He said that life insur- 
ance day demonstrated what organiza- 
tion work can do. At his recommenda- 
tion, a resolution of gratitude was sent 
to A. G. Borden, second vice-president 
of the Equitable of New York, who was 
chairman of life insurance day. 


Institutional Advertising 


Julian S. Myrick, general agent at 
New York City for the Mutual Life of 
New York, reported as chairman of the 
committee on institutional advertising. 
He said that every local association that 
has given consideration to the question 
has memorialized the companies to join 
in an institutional advertising campaign. 
He recalled that as the result of con- 
ferences between the National associa- 
tion and the Life Agency Officers As- 
sociation an institutional advertising 
campaign was conceived, under which 
cooperating companies would contrib- 
ute 7 cents for each $1,000 of new insur- 
ance and four-tenths of one cent on old 
business in force. The plan was to 
raise $500,000 for a three year program. 
It has been a slow process, he said. 
Although most of the agency officers 
approve the program, many of the chief 
executives are apathetic. 

By degrees one company after an- 
other has signed, however, according 
to Mr. Myrick, and he quoted M. A. 
Linton, president of the Provident Mu- 
tual, who is greatly interested in the 
campaign, saying that the $500,000 fund 
is nearly pledged. 


To Stress Conservation 


The institutional advertising commit- 
tee last year discarded the idea of direct- 
ing the campaign at getting new busi- 
ness or new agents. Conservation should 
be emphasized. The people should be 
kept informed and their confidence main- 
tained in the business. Mr. Myrick read 
a letter from Mr. Linton, in which he 
said that many advertising agencies 
were attempting to get insurance ac- 
counts, some of them making un- 
authorized use of the names of Mr. 
Myrick and Mr. Linton. Mr. Linton ex- 
pressed himself as being against any 
scheme for an advertising pool which 
would not be freely controllable by the 
companies. He said that a conference 
on the subject will not be called until 
the $500,000 is pledged. Twenty-nine 
Companies have now signed. 

Mr. Myrick said that now is the 
greatest time in history for starting 
such a campaign. There would be no 
better way of getting money back into 
circulation, 


Anderson on Education 


. Vivian Anderson of Cincinnati, first 
vice- President of the National associa- 
tion, reported as chairman of the edu- 
cational committee. He said that the 
oo . designation and the American 
olege of Life Underwriters are now 
soundly established and that educational 
activity should be dev eloped in other di- 
rections, He suggested that the sales 
congresses be sponsored by the National 
association: that a committee on sales 
ee of the National association 
emploven. and that a salaried man be 
a superintend the work. At 
e said, sales congresses are 
uncertain occasions. The country should 


De 
»,. Zoned with local committees in 
charge of 


oa, each district and sales con- 

Ss SO arranged that every man in 
will be given an opportunity 
at least one such affair each 
definite theme should be set up 


the country 
to attend 
year, A 





should be divided into a period for gen- 
eral agents and one for all producers. 

The training on the part of the com- 
panies is very superficial, Mr. Ander- 
son declared. Insurance is still sold in 
spite of the agent, he said. 

The first tendency of the sales con- 
gresses was to have company men give 


the addresses. These were largely 
“ouff,” he said. Then there was sales 
talks by “ballyhoo” artists. What is 


needed is an open forum type of pro- 
gram, where there is continuity of sub- 
ject matter, he said. 

Mr. Anderson said that there is great 
diversity in the training courses given 


in the Y. M. C. A’s. and various uni- 
versities. There should be a uniform 
course, he declared. That work should 


be under the head of an educational 
director of the National association, 
who might also be the man who handles 
sales congresses. 

Commenting on the so-called Michi- 
gan plan, Mr. Anderson said that a 
text book, covering all phases of sav- 
ings plans, should be arranged and made 
available for high school and grammar 
school. 

It will be recalled that under the lead- 
ership of Glenn Kies of the Ohio Na- 
tional Life at Lansing, there was a 
movement to get a text book on life 
insurance in the Michigan schools. But 
the attorney-general rejected the plan, 


as constituting propaganda. To get 
around that objection, Mr. Anderson 
said that text books should treat all 


kinds of savings plans. 
Mr. Anderson also advocated 
contests to be given regularly. 


essay 


American Family Committee 


Mr. Lackey announced the appoint- 
ment of a committee of three to direct 
the work of Mrs. W. S. Pritchard, head 
of the department of the American 
family. The committee consists of Mr. 
Hull, Mr. Storer and M. B. Oakes, field 
consultant of the National association at 
Indianapolis. Mr. Lackey said that the 
criticism has been made that Mrs. 
Pritchard was covering too much terri- 


tory. , ’ 
A. E. Patterson, general agent in Chi- 
cago for the Penn Mutual Life, was 


introduced as chairman of the commit- 
tee on the managers and general agents 
section. He said that insurance today is 
more progressive and sounder than any 
other business. More training, as dis- 
tinguished from education, is needed, he 
said. Possibly, the agents are now over 
educated. 

Mr. Riehle gave a short inspirational 
address, in which he said that planned 


prospecting and the investment and 
property idea, including annuities, are 


the two big subjects in the field today. 
Annual reports of the companies show 
a great increase in the sale of annuities, 
he declared. If the agent can survive 
until the corner is turned, Mr. Riehle 
said that the next few years will be a 
great bonanza for insurance men. 
Mr. Storer announced appointment of 
the advisory nominating committee. It 
consists of S. T. Whatley, general agent 
Aetna Life, Chicago, chairman; E. B. 
Hamlin, National Life of Vermont, 
Cleveland; Karl Brackett, John Han- 
cock, San Francisco; Mr. Myrick and 
Charles Scott, Massachusetts Mutual, 
Kansas City. 

There were inspirational addresses by 
Holgar Johnson and Leon Gilbert 
Simon, of the Equitable Life of New 
York in New York City, an account of 
which appears in another column, and a 
report by Mr. Myrick on treasury de- 
partment rulings, news of which also 
appears elsewhere. 

The committee was welcomed to Chi- 
cago by E. B. Thurman, fourth vice- 
president National association, who is 
general agent for the New England Mu- 
tual Life in Chicago. 

John L. Shuff, past president of the 
National association, general agent for 
the Union Central in Cincinnati, made 
a dramatic appearance and delivered one 
of his rapid fire addresses, containing 
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Force in A. I. U., Inc., Office 


Factional differences in the American 
Insurance Union, Inc., of Columbus 
have been composed and steps are be- 
ing taken to extend the field of its op- 
eration. 


Two directors, representing the Trans 
Continental Trust Company of Chi- 
cago, which owns about 10,000 shares 
of A. I. U., Inc., have been elected to 
the board. They are Capt. W. R. Ba- 
ker, former Kansas insurance commis- 


sioner, and W. B. Edwards of Chicago. 





| 
| 





and West Virginia. License applica- 
tions are pending in Connecticut, Penn- 
sylvania, Michigan, Iowa, Kansas and 
Colorado. 

The annual meeting of 
is scheduled for March 23. 


stockholders 


Philadelphia Actuaries’ Meeting 


is close fellowship among the 
actuaries of the Philadelphia companies. 
Four years ago they formed the Actu- 
aries Club. Once in each quarter they 
have an informal dinner meeting, always 
fully attended, at which they discuss 
topics intimately related to their work 
and to the decisions which the officers 


There 


| of their companies expect them to make. 


They succeed D. J. Heck, superintend- 
ent of the A. I. U. printing plant, and 
H. T. Wolfe. C. L. Jordan, who re- | 


signed in order to pave the way for a| 


compromise, was reelected to the board. 

New capital of $100,000 has been cer- 
tified to the Ohio d: ‘partment and 
licenses have been issued in Indiana 


At last Friday’s meeting the probable 
effects of the proposed amendments to 
the federal reserve act occupied most of 
the time. Then they turned to things 
mechanical, and attemped to foresee the 
ultimate effect of business machines in 
home offices. 








e are going to select 10 


men .. in 10 cities.. and train 


them in the use of our unique 


plan of selling and agency 


building. 


= 10 agency selections 
and appointments will be made 
during the month of March. 


rite immediately as only 
10 Agencies will be started 
under this plan at this time. 
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Claims Paid Popularize Insurance 


THERE is no greater sales argument for 
insurance than to recite what companies 
are doing in the payment of claims of 
manifold kinds. There is something 
convincing in specific instances cited 
where policyholders and beneficiaries 
have benefited by these payments. These 
are personal experiences and the people 
in the various communities know 
something about them. Insurance—fire, 
casualty, marine and life—is set forth as 
one of the greatest, if not the greatest, 
contributor to public welfare. The justi- 
fication of insurance in the public mind 
rests on the results that come from its 
purchase. 

THe NATIONAL UNDERWRITER publishes 
each year a special number devoted to 
life insurance payments. It has proved 
a popularizing factor. There is no one 
event in life insurance that receives so 
much attention from daily papers every- 
where. People are impressed with this 
number because there are listed various 
claims that have been paid in thousands 
of communities. It is surprising the 


reaction that is received from this issue. 
It is a business getting document. It 
serves to put insurance in a new light. 
Were this same principle applied to fire, 
casualty and other insurance claims, in- 
surance would be popularized in its more 
general aspects. 


The payment of insurance means 
something. It is always a shock ab- 
sorber. It may alleviate real distress. 


It comes in a time of trouble. In any 
event the least that can be said about 
insurance is that when a claim is paid 
there is a particular gap that is filled 
up or stopped. Payment of insurance 
may mean the saving of a business or 
preventing a failure or conserving the 
family resources. 

The payment of claims develops new 
business and makes the people more 
insurance-minded. We need more pub- 
licity the claim end. It is unfor- 
tunate that companies do not bring to 
the front this great service they have 
rendered. In many ways their light is 
being held under a bushel. 


on 


Life Insurance Keeps Estates Intact 


One of the most graphic illustrations of 
the use of life insurance in bolstering an 
estate and keeping it in liquid form and on 
a cash basis is seen in the bequest made 
by Dr. H. C. Bioom, a wealthy Philadel- 
phia physician, who died at Martinsburg, 
Pa., last August. He left a will dated 
Aug. 22, 1930, in which he made a number 
of personal and philanthropic bequests ag- 
gregating about $620,000. One of these 
was for $100,000 for the erection of a vo- 
cational school in Martinsburg as a me- 
morial to his brother-in-law, the late Rev. 
FE, J. Gwynne. There were other per- 
sonal gifts. 


The estate consisted chiefly of stocks 


whose value has been so greatly reduced 
that the exact amount of assets given in a 
statement filed by the executor is $3,657.76, 
two-thirds of which is represented by cash 
in a Philadelphia bank. In the list of 
stocks are 25,000 shares which the execu- 
tors say are worthless. 

Therefore a fortune of something like 
$700,000 in 1930 has dwindled to a small 
sum today. The purposes in the mind of 
Dr. Bioom which he earnestly desired to 
have carried out are entirely annihilated 
because of this terrific shrinkage. This is 
a wonderful exhibition of how life insur- 
ance can be employed to render be- 
quests safe and definite. 


Covered With a Veneer 


Many people whom one meets during a sort of an opaque shell. 


the day never reveal themselves in the 
slightest. 


They move along confined in 


They might 
be compared to a closed book. One can 
never tell what is between the covers. 








PERSONAL SIDE OF BUSINESS 





J. H. Jefferies, agency secretary of the 
Penn Mutual, has reached home after a 
month’s visit to agencies in western and 
Pacific Coast territory. At each agency 
a conference was held with the general 
agent and a meeting with the agents, at 
which time control and sales problems 
were discussed. At Denver Mr. Jefferies 
addressed the chamber of commerce and 
the life underwriters’ association. At 
Salt Lake City he was the guest of the 
managers’ association and of the life 
underwriters’ association. At Los An- 
geles, San Francisco, and Spokane the 
underwriters’ associations were his 
hosts. An address was given at each of 
these meetings. 

A. D. Dulaney, Arkansas insurance 
commissioner since January, 1931, has 
announced he will make the campaign 
for the Democratic nomination for Con- 
gress from the Fourth Arkansas dis- 
trict, now represented by Mrs. Effiegene 
Wingo, widow of the late Congressman 
Otis T. Wingo. Two years ago, when 
Mr. Wingo died, Mr. Dulaney withdrew 
in favor of Mrs. Wingo and made pos- 
sible her nomination. Mr. Dulaney was 
deputy commissioner during the tenure 
of W. F. Floyd, who resigned during 
the investigation of the Home Life and 
other Arkansas companies. 


P. H. Hays, Birmingham branch 
manager of the American National 
since December, 1930, died last week. 


He was a world war veteran and had 
been with American National five years, 
first as a home office inspector and then 
as assistant manager at Little Rock. 
Harold Rose, superintendent of field 
service, West Coast Life, is recovering 
from an appendicitis operation at a San 
Francisco hospital. He is expected back 
at his desk within the next three weeks. 


W. D. Van Dyke, 
Northwestern Mutual Life, and W. D. 
Van Dyke, Jr., have left for a three- 
week cruise through the Panama canal. 
En route home they will stop in Cali- 
fornia and Arizona before returning to 
Milwaukee. 


president of the 


M. J. Cleary, vice-president North- 
western Mutual Life, spoke on “Protec- 
tion—an Important Element in Your 
Financial Program,” at a meeting spon- 


sored by the First Wisconsin National 
Bank of Milwaukee. 
John A. Stevenson, vice - president 


Penn Mutual, was a speaker at the 
luncheon of the National Association of 
Teacher Training Institutions in Wash- 
ington last week. His subject, “Per- 
sonal and Professional Qualifications of 
Teachers of Commercial Subjects,” was 
discussed from the viewpoint of the 
situation as seen from business. The 
Marketing Executives Society _ held 
meetings in Atlantic City last Friday 
and Saturday. Mr. Stevenson, as presi- 
dent, was chairman. 

The National Instjtute of Social 
Science held its annual meeting at the 
home of Mrs. Andrew Carnegie in New 
York; Mr. Stevenson is a member, and 
he attended. He is a member of the 
committee of the Irwin D. Wolf award, 
made by the American Management As- 
sociation. This year’s award will be for 
the best package developed and put on 
the market during 1931. 


A. Van Goldman, Prudential man- 
ager in the Insurance Exchange, Chi- 
cago, returned to his office this week 
from a month’s trip through the Gulf 
of Mexico, Caribbean Sea, Central 
America, Venezuela and the Panama 
Canal district. During the month As- 
sistant Managers Sidney A. Kent, R. A. 
Cameron and W. B. Comerford con- 
ducted a campaign resulting in over $2,- 
000,000 of business in honor of the 





His office was decorated with 
welcome home cards, each one repre- 
senting an application. His office force 
presented him with a large bouquet. 
All the walls, desk, chairs and floor in 
his private quarters were covered with 
welcome home cards. 


F. L. Rowland of the Lincoln Na- 
tional Life, secretary of the Life Office 
Management Association, has been 
elected a director of the American Man- 
agement Association. Mr. Rowland has 
been a leading figure in office manage- 


manager. 


ment affairs in the insurance industry 
for a number of years. 
Bush W. Allin, Kentucky insurance 


commissioner, recently injured by gun- 
shot in an attempted suicide, is reported 
to be getting along nicely and is re- 
garded as certain of recovery, as the 
injury is now old enough so that little 
danger remains except as regards blood 
poisoning. 

Commissioner C. D. Livingston of 
Michigan is recovering from a tonsil 
operation performed last week and is 
expected to be ready to function again 
as a speech-maker within a few weeks. 

Julien Erwin, for the last 10 years 
counsel for the Inter-Southern Life of 
Louisville, is now associated with Wood- 
ward, Hamilton & Hobson, attorneys in 
the Inter-Southern Life building there. 
He will devote his attention especially 
to insurance practice. 

Jack Moser, recently made supervisor 
for the Seaboard Life of Houston, Tex. 
through meritorious work in his first 
year with the company, has just re- 
turned from a South American cruise 
which he won in a contest among men 
who had been with the company less 
than one year. 

After winning the trip Mr. Moser de- 
cided it would be a good idea to make 
it a honeymoon. So he and Miss Lucile 
Swearingen, formerly of Detroit, were 
married and on their wedding trip visited 


Havana, Colon, Panama City, Puerto 
Cabeza and Nicaragua. Before going 
with the Seaboard Mr. Moser was an 


agent with the Peoples Life at Grand 
Rapids, Mich. 


J. M. Hamill, leading producer of the 
San Francisco office of the Equitable 


Life of New York, consistent “million- 
aire” producer, surprised his many 
friends and business associates by his 


marriage Feb. 29 to Miss Willy Zanetti 
of Los Angeles. They left at once for 
Mexico City and will spend the next 
three months visiting villages and towns 
of the early Toltec and Aztec civiliza- 
tions. Mrs. Hamill, who has won cot 
siderable recognition as an artist, plans 
to exercise her talent in picturing the 
historic scenes which they will visit- 
Among interesting hobbies of insu 
ance men is that of E. F. Kepner, as 
sistant secretary of the Indianapolis 
Life, who has made a remarkably 1! 
teresting collection of baseball lore. He 
has dug into the subject and unearthed 
the fact that Egyptians played bal 
4,000 years ago, although the game ® 
“baseball” is purely American he says 








He has abundant statistics on the pe: 
formances of teams from the playing ‘ 
the first game in which a box score W® 
kept, July 11, 1859, between Amhers' 
and Williams colleges and he also es 

many interesting trophies such as base 

balls autographed by many of the fa- 
mous players, including such rece! 
stars as Babe Ruth and Pepper Martie 
of 1931 series fame. Mr. Kepner 1s ™ 
great demand as a speaker and makes 
an after-dinner or similar program ta 
on the subject of baseball which is ¢& 
tain to receive closest attention. _ 
Monday of this week he addressed t 
Indiana University Club of Indianapolis 
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NYNL 


Pension Bonds 


Since 1925 


|. Poe fieldmen have been equipped with 

Pension Bonds since 1925. Fully familiar 
with this type of contract they were in a posi- 
tion from the beginning of the depression to 
cash in on the public’s interest in safe in- 


vestments issued and guaranteed by life 


insurance companies. 


The Pension Bond, unique when first an- 
nounced, is now familiar to the representa- 
tives of many progressive life insurance com- 
panies, although not always called by that 
name. Each unit provides a life income of $10 
per month, ten years certain, to begin at 
maturity, which may be age 55, 60, or 65, and 
a death benefit of $1,000 for each $10 of 
monthly income. The Company issues simi- 
lar contracts without the death benefit. 


These are known as Guaranteed Income 


Bonds. 


Superior selling equipment for presenting 


these forms is a feature of NYNL service. 


NORTHWESTERN NATIONAL 


LIFE INSURANCE COMPANY 


O. J. ARNOLD, parsiwent 


STRON G~ MinneapolisMinn. ~ LIBERAL 


to 
Opportunity 











WHAT ARE YOU 


DOING TO SERVICE 


YOUR BORROWERS 


we 
e Can you take care of them without 
interfering with the necessary drive 
for new business? 
e Are other companies selling them 
new policies which cause the lapse 
of your policies? 
e Would you like to know the details 
of a plan that will service every bor- 
rower on your books—will reinstate, 
rewrite and conserve cases that are 
dissatisfied? 
e Such a plan can be put to work 
promptly, without in any way dis- 
turbing your present organization— 
at moderate cost—in any desired sec- 
tion of the United States. 
* A letter to this company will bring 


complete information. 


% We have been receiving a number of letiers from agents. This note is 


lo explain that our work 1s done for msurance companies only 


























AMERICAN CONSERVATION 


COMPANY 


LIFE INSURANCE SERVICE 


Herbert G. Shimp, President 


307 NORTH MICHIGAN AVENUE, CHICAGO 
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WANTED 


men who can qualify as Branch Managers 


in NEW YORK and OHIO 


WE are establishing branch 


offices 


in New York and 


Ohio and will aggressively de- 
velop this territory. We need 
more men who can qualify as 
Branch Managers in these states. 
The entire resources and experi- 


ence of this mutual 


old line legal 


reserve life company organized 
60 years ago will back the men 
chosen. If interested write today. 


JOHN M. HULL 
President 


BUFFALO MUTUAL 


LIFE INSURANCE COMPANY 


FRANK F. 


Director of 


Founded 1872 


BUFFALO, 


N. Y. 


EHLEN 


Agencies 














W. L. MOODY, JR. 
President Vice-Presid 


SHEARN MOODY 
Vice-President 


W. L, MOODY, III 
ent 


J. B. MILLS 
Asst. Vice-President 


W. J. SHAW 
Secretary 


AMERICAN NATIONAL 
INSURANCE COMPANY 


HOME OFFICE: 


GALVESTON, 


TEXAS 


Insurance in Force $542,054,101.00 
Assets $47,681,787.50 


Surplus 


7,278,118.59 


ORDINARY—INDUSTRIAL 


We Have Openings for Live Men in 


California Kansas Minnesota 
Colorado Kentucky Missouri 
Georgia Michigan North Carolina 


South Carolina V 
Tennessee 
Texas 


Liberal First Year and Renewal Commissions 
Up to Date Policies—Non Medical—Special Low Premium Plans 


If Interested Address 
AMERICAN NATIONAL INSURANCE CO. 


GALVESTON, TEXAS 


irginia 


West Virginia 
Washington 





COMPANY MEN 
Kimball Takes New Position 


New Executive Vice-President of the 
Volunteer State Life is 
Being Welcomed 

















Col. R. H. Kimball, who was recently 
elected executive vice-president of the 
Volunteer State Life of Chattanooga, 
started in his new office March 1. Z. 
Cartter Patten was elected vice-presi- 
dent. He is a son of the late Z. C. Pat- 
ten, who founded the Volunteer State 
Life, and was president until his death. 
He was succeeded by Commodore A. L. 
Key, who continues in that office. 
Agency Vice-President A. V. Mozingo 
has announced that March will be a 
month devoted to welcoming Mr. Kim- 
ball. The agents will show their appre- 
ciation of the new executive. 

Colonel Kimball is a native of Texas. 
He graduated from the University of 
Texas in 1903, the year in which the 
Volunteer State Life was chartered. He 
was appointed a cadet at West Point. 
He was commissioned a second lieuten- 
ant in the Eleventh U. S. Cavalry in 
1907. He was stationed at various points 
and during the world war became 
colonel. He retired from the army in 
1921, entered civil life in Chattanooga, 
and developed extensive real estate 
holdings. He was president of the Chat- 
tanooga Brick Company and vice-presi- 
dent of the Roane Iron Company. La- 
ter he organized and became president 
of the Foundation Trust Company, 
which engages in the management of 
properties, handling real estate mort- 
gages and investment securities. He 
was elected a director of the Volunteer 
State in 1923. He has served as presi- 
dent of the Chattanooga chamber of 
commerce and was president of the 
Chattanooga community council. 





Union Central Life Names 
Two New Vice-Presidents 


The Union Central has created two 
new vice-presidents, Dr. William Muhl- 
berg, head of the medical department for 
many years, and E. E. Hardcastle, head 
of the actuarial department, also in 
charge of that department for many 
years. 

Mr. Hardcastle’s elevation comes in 
recognition of almost 34 years of serv- 
ice with the company. The last 25 
years of this period, Mr. Hardcastle has 
been actuary of the Union Central and 
a member of the board. 

Mr. Hardcastle is a native of New 
Zealand where he was born Nov. 9, 
1868, He entered the New Zealand gov- 
ernment insurance department as a 
clerk and soon by examination became 
an associate of the Institute of Actuaries 
of Great Britain. In 1894 he went to 
London where he was temporarily af- 
filiated with several life offices and with 
the noted consulting actuaries, R. P. 
Hardy and George King. He also served 
on the staff of the Institute of Actuaries 
which was then engaged in compiling 
the British offices mortality table. 

Mr. Hardcastle came to America in 
1897, but he returned to England the 
following year to be a member of the 
Second International Congress of Actu- 
aries. Through contacts and acquaint- 
ances in this country made in 1897, how- 
ever, he was offered a position with the 
Union Central Life which he accepted. 

Recognition of Dr. Muhlberg in his 
election to vice-president and medical 
director comes almost exactly on his 




















POSITION WANTED 


An insurance man with a long and success- 
ful experience as agency manager and execu- 
tive of a Life Insurance Company desires a 
similar position with some good Life Insur- 
ance Company. Especially interested in posi- 
tion as agency director at home office. He 
may be reached through Box W-7, The Na- 








tional Underwriter. 
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95th anniversary with the Union Cen- 
tral. He joined the company on Jan. 
15, 1907. He is a native Cincinnatian 
and was graduated from Ohio Medical 
College in 1897. He served his intern- 
ship in the Cincinnati General Hospital 
and then spent a year abroad studying 
in the clinics of Berne, Vienna and Ber- 
lin. He then served on the medical fac- 
ulty of Harvard and later on the fac- 
ulty of the University of Cincinnati. 
He joined the Union Central as assist- 
ant medical director in 1907 and was 
elected medical director in 1916. 


Zinn to State Life 


A. A. Zinn, vice-president of the Com- 
merce Trust Company of Kansas City, 





Indianapolis. 


the Commerce Trust since 1925. 


Bankers Association of America. 





Charles Mehlman Promoted 


Charles Mehlman, actuary of 
Colorado Life for some time, was elected 
vice-president and a director at the an- 
nual meeting. 


Mrs. Emily Gerharz, wife of Peter J. 
Gerharz of Kingston & Gerharz, agency 





managers at Milwaukee for the National 
Life, U. S. A., died last week. 








LIFE AGENCY CHANGES 





Eckstone Goes with Beard 


Girard Life Manager in Chicago Be- 
comes Vice-President in Charge of 
Life Department 








Sidney S. Eckstone, manager for the 
Girard Life in Chicago since 1928, has 
resigned and has become vice-president 
of Robert H. Beard & Co., general in- 
surance agency of that city, in charge 
of the life department. Since he has 
taken hold Mr. Eckstone has developed 
about $1,000,000 of written and exam- 
ined business and has inspired enthusi- 
sam in the agency force. 

Mr. Eckstone has had 13 years’ ex- 
perience, starting with the Equitable of 
New York in Chicago. For a number 
of years he averaged $400,000 to $500,- 
000 personal production. After taking 
over the Girard Life, which had only 
a small office in Chicago, Mr. Eck- 
stone developed a full time staff which 
in a little over four years wrote about 
$4,300,000 of business. The high mark 
in his new connection with Mr. Beard 
was reached last Friday with 67 appli- 
cations and examinations in one day. 





Dan Flickinger Is Partner 





Made Member of Firm with His 
Father as Indiana Manager of 
John Hancock 





The John Hancock Mutual announces 
that Dan W. Flickinger has been taken 
into partnership by E. E. Flickinger, 
general agent at Indianapolis, the new 
irm to be E. E. & D. W. Flickinger. 
E. E, Flickinger is rounding out 40 
vears of life insurance service in Indiana. 
The Indiana agency of the John Han- 
cock was started Sept. 1, 1892, when 
E. E. Flickinger was appointed general 
agent. His son, Dan W., started with 
the agency before two years spent in 
war service. He was agent at Indian- 
apolis until Jan. 1, 1923. Since that time 
he has been associated with the agency 
as field supervisor and later as assistant 
state agent. Associated with D. W. 
Flickinger are Ray O. Woods, agency 
‘supervisor, and B. A. Burkart, cashier. 
Mr. Woods had been agent for a num- 
‘er of years before his appointment as 
agency supervisor in June, 1923. Mr. 
Burkart after several years as book- 
xeeper and assistant cashier in the 
agency was appointed cashier Jan. 1, 


1921, 





R, F. Perry 


.R. F. Perry has been named asso- 
Cate general agent in Minnesota of the 
Equitable Life of Iowa and will have 
charge of the St. Paul agency. E. W. 
Cameron of Minneapolis is state agent. 
es Perry recently has been with the 
~ ‘ason agency of the Minnesota Mu- 
ual Life and before that was with the 


Donley Gets the Home Life 


Former Travelers Manager in Phila- 
delphia Will Take New Post 
at Once 








The Home Life of New York has ap- 
pointed D. W. Donley general agent in 
Philadelphia. He was formerly man- 
ager in Philadelphia for the Travelers. 
He joined the Travelers in Worcester, 
Mass., and was soon made manager in 














DONLEY 


D. W. 


Peoria. He remained there two years, 
when he was made manager-at Phila- 
delphia, where he continued for the ten 
years following. He is vice-president 
of the Philadelphia Association of Life 
Underwriters, chairman of the general 
agents’ and managers’ committee. He 
has always been active in association 
work. 

Mr. Donley’s new office will be in the 
1616 Walnut Street building. 





F. E. S. Tucker 


The Service Life of Lincoln, Neb., 
which has just been admitted to Mich- 
igan, has opened a Michigan branch 
office at 15 Capital street, Battle Creek, 
from which all business developed in the 
state will be handled. F. E. S. Tucker, 
who has been general agent in Battle 
Creek for the Michigan Life, has been 
appointed state agent. 





Brantley Falkner 


Brantley Falkner, for the past year 
unit manager of a large Louisville 
agency, has been appointed manager 
for the Fidelity Mutual Life in that 
city. Formerly an instructor in the 
Louisville high school, Mr. Falkner took 
up life insurance in March, 1930, and 
quickly proved himself a successful un- 
derwriter. He is a native of Nashville, 
and was graduated in 1923 from Van- 
derbilt, where he was Phi Beta Kappa. 
Later he received an M.A. at the Uni- 


versity of California and studied law at 


has been made manager of the mortgage 
loan department of the State Life of 
Mr. Zinn has been with 
He 


formerly was president of the Mortgage 


the 


The Dividing Line Between 
Selling 
Successful Selling 


The dividing line is development. 


The trained man finds it easier to sell larger 
policies, for a greater volume each year, to a 
higher type of buyer. 


The Jefferson Standard has a training course 
that prepares its representatives for greater 
successes in selling. 


We have desirable openings, all over our terri- 
tory, for ambitious men who are willing to pay 
the price of success in work. 


@For information address: 
A. R. Perkins, Agency Manager 


JEFFERSON STANDARD 
LIFE INSURANCE COMPANY 


JULIAN PRICE, President 


Greensboro, North Carolina 














\lingman agenc i 
New York. gency of the Equitable of 


the University of Illinois. 





Mr. Falkner 





Responsibility 


There is no factor so vital to the institution 
of life insurance as the character of those 
who present it to the buying public. The 
whole structure of confidence and respect 
stands at the mercy of the fieldman; the 
popular conception of life insurance can be 
clarified or distorted—depending upon his 
tactics. The agent is indeed the keeper of a 
weighty trust. 


These things being true, it follows inevitably 
that the man who traduces his competitor, or 
who misrepresents, or who lacks the highest 
sense of fair play and honesty, is actually a 
menace to the entire institution. 


It is far better to lose business than to gain 
it through trickery or at the expense of a 
competitor’s reputation. Sharp practices 
and mud-slinging are the refuge of the mor- 
ally and mentally unfit—a sure indication of 
shortcomings that brand their users as un- 
desirables of the lowest order. 


The sooner these evil influences are eternally 
barred, the more quickly will life insurance 
demonstrate that it is the world’s most hu- 
manitarian and altruistic business. 





AMERICAN 
CENTRAL 
LIFE 
INSURANCE COMPANY 
Indianapolis 
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was unit manager for the Union Cen- 
tral and more recently with the Pacific 
Mutual. 


F. W. McIntosh 


F. W. McIntosh, who for several 
years has been manager in Chicago for 
the Monarch Life, has been made gen- 
eral agent of the company there. He 
retains his quarters at 32 West Ran- 
dolph street. 


Max L. Holmes 


Max L. Hojmes, formerly secretary 
of Witmer-Kauffman-Evans Co., Des 
Moines local agency, has been appointed 
general agent there for the Reliance 
Life. Mr. Holmes was with Witmer- 
Kauffman-Evans for 10 years. 


Warren E. Barr 


Warren E. Barr, for nine years Los 
Angeles manager of the Northern Life 
of Seattle, has resigned to become gen- 
eral agent of a metropolitan agency in 
Los Angeles for the Pacific States Life. 
Mr. Barr was formerly with the south- 
ern California agency of the California 
State Life and the Los Angeles agency 
of the National Life, U. S. A. 


P. S. Awtrey, C. F. Cox 


P.'S. Awtrey and C. F. Cox will take 
charge of Atlanta and adjacent territory 
for the Maryland Life. Offices will be 
in the Chamber of Commerce building. 














Mr. Awtrey was formerly with the 
Southern States Life and Mr. Cox with 
the Prudential. 


Ross Priddy 


Ross Priddy has been appointed Dal- 
las branch manager of the Texas Secur- 
ity Life. He is vice-president of the 
Dallas Association of Life Underwriters. 

Mr. Priddy, although a young man, is 
a veteran in Dallas insurance circles, 
having been with the Southland Life for 
a number of years. 


W. H. Fogleman 


The Pilot Life has appointed W. H. 
Fogleman as its general agent in Dal- 
las, Texas. 


Life Agency Notes 


Richey & Casey have been appointed 
district managers for San Antonio and 
southwest Texas of the Kansas City Life. 

As first step in an expansion program, 
Benjamin Bratter, St. Paul general agent 
Connecticut Mutual Life, has appointed 
D. Roy Finnegan sales manager. 

The Pacific Mutual Life has appointed 
B. S. Griffith general agent at Wilkes- 
Barre, Pa. He was formerly located at 
Mobile, Ala. 

K. L. Riggs, formerly with the Texas 
Life, has been appointed general agent 
of the Great American Life of San An- 
tonio at Lubbock, Tex. 

Ss. P. Stump, Sterling, IJl., has become 
district manager at Fort Dodge, lIa., for 
the Peoria Life. He will have charge of 
nine counties in north central Iowa. 








ORTITUDE alone did not achieve 
records for the pioneers of the air. 
Behind their undaunted courage were 
painstaking preparation, devotion to the 
minutest detail and remarkable fore- 


sight governed by 


tenacious research 


and careful judgment. 


The same combination of qualities is 


ness. 


as essential in the life insurance busi- 
Central Life, 


through sane and 


reasonable methods, seeks to foster such 
characteristics throughout its organiza- 
tion, so that the individual may progress 


as well as the group. 


Central Life 


Assurance Society 


(Mutual) 


DES MOINES 


IOWA 











NEWS OF THE COMPANIES 





Is Changed to Legal Reserve 


Golden West Life of Los Angeles Is 
the Successor to the Fraternal 


Brotherhood 
The Fraternal Brotherhood of Los 
Angeles, which was organized in 1896 


and has approximately $12,000,000 of in- 
surance in force, has changed its plan of 
operation to a legal reserve basis and 
is now known as the Golden West Life. 
No change has been made in the execu- 
tive staff, which consists of the follow- 
ing officers: Haydn Arrowsmith, presi- 
dent; J. L. Paden, vice-president; H. B. 
Goodrich, secretary and Dr. N. O. Rey- 
nolds, medical director. The association 
has its own home office building at 845 
South Figueroa street, Los Angeles, 
which was erected in 1904. Its field of 
operations at present consists of Cali- 
fornia, Oregon, Washington, Montana, 
Utah, Arizona, Texas and Wisconsin. 
In the production of new business, di- 
rect home office agency contracts will 
be made with individual salesmen. 


Liquidation Action Started 


The Illinois attorney general's office 
has filed a bill for liquidation of the 
Modern Mutual, an assessment life asso- 
ciation of Chicago, operating under the 
1893 act, and a number of hearings have 
been held before Circuit Judge Burke of 
Cook county. In the meantime the IIli- 
nois department is conducting a new 
examination of the Modern Mutual, 
which is attempting to work out of cer- 
tain mortgage and other difficulties. 

The Modern Mutual is affiliated with 
the Modern Life & Accident of Chicago. 
Soth are operated by Ralph Manno and 
the offices are at 514 Milwaukee avenue. 

As of Dec. 31, 1930, the Modern Mu- 
tual had admitted assets of $5,404; dis- 
bursements $1,353, income $2,183; insur- 
ance in force $175,702. 

At the end of 1930 the Modern Life 
& Accident had admitted assets $18,316; 
income $20,131; disbursements $15,951; 
received from members $19,635 and 
claims paid $901. 


Western & Southern’s Drive 


The Western & Southern of Cincin- 
nati has completed a remarkable ten 
days’ drive in ordinary which resulted 
in writing $28,151,000 new business or 
$10,133 for every man in the field. When 
it is considered that the entire ordinary 
writing of the Western & Southern for 
last year was only $45,023,814, the 
achievement stands out as striking evi- 
dence of the strength of the life insur- 
ance appeal to the general public at 
this time. The company also completed 
recently an equally remarkable drive in 
industrial. 

President C. F. Williams returned last 
week from Florida, where he had gone 
for a rest, preparatory to taking up his 
duties as general chairman of the com- 
munity chest of Cincinnati, which will 
shortly start its campaign for $2,500,000 





for the welfare agencies and the un- 
employed of the city. 
Victory Life’s Statement 
The Victory Life of Topeka has 


issued its annual statement showing as- 
sets $2,353,325, capital $100,000, net sur- 
plus $300,178, insurance in force $20,- 
630,000. It paid beneficiaries and pol- 
icvholders last year $311,500. The Vic- 
tory Life has paid 35 percent dividends 
to policyholders. W. J. Bryden, the 
active factor in the company, is secre- 
tary, general manager and actuary. He 
was connected with the Kansas insur- 
ance department for some time, being 
assistant superintendent and later actu- 
ary. He resigned in 1921 to organize 





and take charge of the Victory Life. 





Desires Charter Enlarged 


Acacia Mutual Hopes Bill Will Pass to 
Remove Limitation Insuring 


Masons Only 


The Acacia Mutual Life of Washing- 
ton, D. C., which was chartered by a 
special act of Congress, March 3, 1869, 
hopes to get the bill through to amend 
its charter removing the limitation to in- 
sure Masons only. So far no opposition 
has developed. It has been reported 
favorably by the house district commitee 
and it is expected that the senate dis- 
trict committee will report it out in a 
few days. The Acacia Mutual Life has 
made remarkable success and the man- 
agement feels that the time has come to 
broaden its scope. 


Stage 20th Anniversary Drive 


Pan-American Life agencies are con- 
ducting an intensive drive for new in- 
surance this month in honor of Presi- 
dent Crawford H. Ellis, March being 
the 19th annual “President’s Month.” In 
addition, March is the month of the 20th 
anniversary of the Pan-American and 
additional importance is thus given to 
the drive. 


Stops Sale of Stock 


The Old Line National Life, which 
recently transferred its home office from 
Denver to Independence, Mo., has been 
ordered by the state securities depart- 
ment to stop selling stock in Missouri. 
The commissioner of securities said the 
company was not in the insurance busi- 
ness, but was a holding corporation, and 
that it did not have a permit to sell 
stock in Missouri, where its stock is not 
registered. 


Honor President Cox 
CINCINNATI, March 3.—Gains of 
32 percent in paid business and 34 per- 
cent in applications featured the Union 


Central Life’s president's inaugural 
month in February in honor of W 
Howard Cox, newly elected president. 
Written business totaled $17,299,000 


The Charles B. Knight agency in New 
York paid for $2,691,000 and the J. I 
Devine home office agency $1,025,000. 


Releases Southwestern Stock 


The Gulf Fire of Dallas, Tex., in re- 
ducing its capital released $1,086,250 to 
surplus. It is paying a partial liquidat- 
ing dividend $543,125 in shares of stock 
of the Southwestern Life on a basis of 
value of $55. The number of shares o! 
Southwestern Life stock held by the 
Gulf is 9,875. 


Gibraltar Life & Accident 


The Gibraltar Life & Accident 
Denver states that its insurance in force 
is now $1,106,250. This is the same 
amount as the gain of insurance. 








Boston vs. Chicago 


In the rollcall at the meeting of the 
executive committee of the National As- 
sociation of Life Underwriters in Ch 
cago, there were two good laughs, ©. ©. 
Gilman, general agent for the Nat! 
Life of Vermont at Boston, ee and 
with sententious dignity, as befits 4 
nang of the Hub, announced hi msel 
s “Mr. Gilman,” with emphasis on the 
Mr.” 

E. B. Thurman, general agent in Ch 
cago for the New England Mutual Lit 
after calling his name, emitted a burt 
ing sound, resembling the rattle ot 4 
machine gun, thus traducing the [alt 
name of Chicago. 
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Stop Discrediting Companies! 





Porter of Montana Threatens Perma- 
nent Cancellation of License of 
Agents Using Outlaw Tactics 





Life insurance companies have been 
notified by Commissioner Porter of 
Montana to warn their agents against 
discrediting competing companies. Per- 
manent cancellation of license is the 
penalty for this offense, he states. 

Mr. Porter said he has been informed 
that agents are using circulars, letters, 
newspaper clippings and a certain news- 
paper pamphlet to hurt the standing of 
certain life companies. “These agents,” 
he said, “seem to care very little for 
the insurance business, thinking only of 
their commissions, From time to time 
agents have displayed newspaper clip- 
pings to discredit competing companies. 
They do not seem to realize that they 
are tearing down the structure of the 
life insurance business, 

“T will not stand for the tearing down 
of any insurance company under my 
jurisdiction,” Mr. Porter added. 

Other commissioners in recent weeks 
have taken up the cudgels against this 
sort of competition. Commissioner 
Spencer of Maine issued a warning 
against the use of “unofficial articles.” 





Deputy Commissioner Beckett of Cali- 
fornia issued a statement condemning 
whispering campaigns, reflecting upon 
the financial condition of any insurance 
organization. 


Joint Course Starts March 14 


The 20-session training course of the 
San Francisco and East Bay Life 
Underwriters Associations under the 
joint chairmanship of Gerald F. Mc- 
Kenna of the Penn Mutual Life at San 
Francisco and Val Flittner of the Pa- 
cific Mutual at Oakland, is scheduled to 
start the evening of March 14. 


Equitable of Iowa Men End Tour 


A party of home office officials of the 
Equitable Life of Iowa including H. E 
Aldrich, vice-president; S. A. Swisher, 
agency secretary, and R. E. Fuller, field 
supervisor, has been touring the Pacific 
Coast states since early in January. 
After holding a school of instruction in 
Los Angeles and a brief stop in San 
Diego, they returned east by the way of 
Denver. 











Clark E. Bell, Los Angeles supervisor 
New York Life, has been elected chair- 
man of the Los Angeles Chamber of 
Commerce's life insurance committee, 
succeeding Mitten FP. Hawkins, genera! 
agent Manhattan Life. 








IN THE SOUTH AND SOUTHWEST 





Citizens Life Receiver Wins | they could by inquiry ascertain the 





Court Refuses Stockholders Permission 
to Cancel Mortgages Given in 
Payment of Stock 





The United States circuit court of 
appeals for the fifth circuit (Ala.), has 
rendered a decision permitting F. N. 
Julian, as receiver for the Citizens Life 
of Alabama, to foreclose a mortgage 
given by certain persons in payment of 
1,000 shares of Citizens Life stock and 
refusing those stockholders permission 
to cancel the mortgage for fraud in the 
procurement of the stock subscription. 
The decision was a reversal of the lower 
court. The case was Julian vs. Stew- 
art, et al. 

The fraud relied upon by the stock- 
holders was the statement of an agent 
for the Citizens Life that “the capital 
stock of the Citizens Life would be 
$500,000 and that it would be paid in 
cash, that the company had $100,000 in 
cash put up with the state to protect 
stockholders, and that it was impossible 
tor them to lose.” 

The trial court found that Stewart 
had not been guilty of negligence or 
laches in disaffirming the sale and that 
he had a right to rescind the sale and 
cancel the mortgage. 


Higher Court's Position 


The higher court held, however, that 
While it is true that it is the Amer- 
ican rule that the insolvency of a cor- 
poration does not of itself defeat the 
right of a defrauded stockholder to re- 
scind his stock purchase contract, it is 
equally true that under that rule after 
insolvency is declared and a receiver is 
appointed, a stockholder who has de- 
‘ayed in the ascertainment and assertion 
- his rights, though he may be entitled 
to resi ind as to the corporation, will be 
aisentitled to do so as to the superven- 
ing creditors. The facts of this case, 
according to the court, make it a pecu- 
arly strong one against the claimed 
right of the stockholders to now change 
‘heir position, 

The specific nature of the represen- 
tations as to the amount of capital 
‘tock and the amount of cash deposited 
visited notice upon the stockholders that 





truth. Notwithstanding, Stewart par- 
ticipated as a stockholder at meetings 
and for two years took no steps to as- 


| certain the company’s true condition 


and none to disaffirm until 60 days after 
receiver had been appointed. The 
rights of the policy creditors, according 
to the court, to have the mortgage fore- 
closed and applied to their claims are 
paramount to any which the stockhold- 
ers may assert, 





Companies Exonerated 
OKLAHOMA CITY, March 3.—Re- 


sults of an investigation conducted by 
Commissioner Read to ascertain which 
insurance companies, if any, were “con- 
spiring with loan sharks” in collecting 
usurious rates on loans, revealed that 
there were none. 


Hewitt Agents Meet 


HOUSTON, TEX., March 3.—The 
Northwestern National Life under Ho- 
mer G. Hewitt, Texas state manager, 
held a combined sales congress and 
convention here last week. J. S. Hale, 
actuary, and Dr. Henry W. Cook, vice- 
president and medical director, were 
present from the home office. Mr. Hale 
spoke on the disability situation and 
Dr. Cook reviewed the selection of 
risks and present trends in the control 
of disease. Short talks were also made 
by district managers. 


No Change in Arkansas 


R. H. Carter of Little Rock, state 
manager of the Northwestern National 
Life, states that R. W. Carr has not 
been appointed supervisor of the com- 
pany for northwest Arkansas, succeed- 
ing C. T. Smith, who was reported to 
have joined the Aetna Life. Mr. Smith, 
according to Mr. Carter, has no inten- 
tion of making a change. 








Segura on Texas Tour 


Dr. J. O. Segura, vice-president and 
agency director of the Lamar Life, and 
J. Y. Webb, of Datlas, Texas manager, 
have been on a tour of the Texas agen- 
cies. 








TOP-N 


Bankers Life Salesmen Who Have 
Through Consecutive Qualification in Our 


Established 1879 


Highest Honor Organization 





J. M. KEPLAR 
ELKHART, INDIANA 


PRESIDENT'S PREMIER CLUB 
1927 - 1928 - 1929 - 1930 - 1931 


BANKERS LIFE COMPANY 


GERARD S. NOLLEN, President 


OTCHERS 


Achieved Success 


Des Moines, lowa 
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Harry L. Seay, Pres. 
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Wisdom Gleaned from the Ages 


In 78 B. C. Cicero said: “Fate 
does not come to help the idle.” 


Today, Southland Life says: ‘Work 
is the prima ry requirement {rom 
our agents.” 


If you are interested in an agency contract with 
a company adhering to this principle, write 
Clarence E. Linz, First Vice President 


Southland Life Insurance Company 
Dallas, Texas 
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PROTECTION 





SOMETHING NEW rnar JS NE W 
IN LIFE INSURANCE 


A Dollar’s worth for every Dollar paid 

regardless of kind of policy purchased 
A $1,000.00 Endowment Policy, any age at issue, guarantees 
$1,961.54 plus Dividends in event policy becomes a claim the year 
it matures. 

Our Twenty Payment most remarkable policy of all—too much 
to write about in this advertisement. 

We have Ordinary with and without Cash accumulation. With- 
out cash value it furnishes Pure Protection Life insurance at non- 
participating rates but on a participating basis—it is estimated 
dividends will amount to 50% within a few years, based on actual 
experience past five years. 

Juvenile Policies—Ordinary, Twenty Payment and Endow- 
ment from birth, with all the fine features of our Adult Policies. 

Many other forms of Policies equally attractive. 

Operating in Illinois, Michigan, Indiana and Missouri 


NTERSTATE RESERVE 
LIFE INSURANCE 
COMPANY 


A Mutual Legal Reserve Life Insurance Company 


Ten East Pearson Street : : : Chicago 














The Lincoln National Life Insurance 
Company fort Wayne, Indiana 











TRIPLE INDEMNITY LIFE INSURANCE 
NON ‘CANCELLABLE 
Weekly Accident Coverage 
combined in ONE contract for ONE Premium 


a available in Conn., Del., D. C., Md., Mass., Mich., Mo., N. H., 
N. J., N. C., Ohio, Penna., R. I, S. C. and Vt. 
Inquire 


UNITED LIFE AND ACCIDENT INSURANCE COMPANY 


United Life Building Concord, New Hampshire 











Do your fellow agent a good turn—get him acquainted with 
The National Underwriter, the real insurance newspaper. 








I mittee of the 








GENERAL AGENCY NEWS 





Training School for Agents 


Nine General Agents of the Mutual 
Benefit Life Will Hold Conference 
at St. Louis 


\ training school for new salesmen 
will be held in St. Louis the week of 
March 14 by nine general agencies of 
the Mutual Benefit Life. The agencies 
represented will be Indianapolis, Louis- 


ville, Peoria, Ill., Springfield, Ill., Okla- 
homa City, Davenport, Ia., St. Louis, 
Mexico, Mo. and Grand Rapids. The 
school will be taught by R. R. Stotz, 
general agent at Grand Rapids. It will 


be the same course of instruction given 
in the Grand Rapids agency which has 
been developed over a period of years. 
The other general agents and field sup- 
ervisors in attendance will offer criti- 
cisms and suggestions as to how the 
present course may be further improved 
and adapted to the needs of each general 
agency represented. Approximately 30 
salesmen will be in attendance. 





Ballou Agency’s Convention 


At the annual convention of the east- 
ern Michigan branch of the Mutual Life 





held in Detroit, 
note was “Service and Selling.” 

Manager A. P. Ballou presided, 
Speakers included executives and lead- 
ing producers of the Detroit office and 
district managers from many other 
points in the state. Dr. A. W. Spitzley, 
medical referee, was toastmaster at the 
banquet. 


of New York, the key- 


Cameron Agency Meeting 
Is Addressed by Officials 


The E. W. Cameron agency of the 
Equitable of Iowa at M:nneapolis, which 
has jurisdictron over Minnesota, held a 
conference in Minneapolis, one of a 
series which the Equitable has _ been 
holding in key cities from coast to coas t 
Vice-president B. F. Hadley, E. E 
Smith, educat:onal director, and E. E. 
Cooper of the agency department repre- 
sented the home office and spoke. Mr, 
Hadley’s subjects were, “The Company 
in 1932” and “The Meaning of 1932,” 
Mr. Smith’s topics were “Building a 
Sales Presentation” and “In Business 
for Yourself..” “New Material for 
Sales” was Mr. Cooper’s subject. 








LIFE COMPANY 


CONVENTIONS 





in Florida 


General Agents 


About 100 Provident Mutual Operators 
Gather in St. Petersburg for 
Five Day Session 








ST. PETERSBURG, FLA., March 
3.—About 100 members of the General 
Agents Association of the Provident 
Mutual Life are here for an intensive 
five days’ annual convention. Clancy D. 
Connell, of the Wells & Connell agency 
of New York City, is president of the 
association and is presiding at most of 
the sessions. 

The head office delegation is headed 
by President M. A. Linton. Other home 


office men on the program are F. C. 
Morss, manager of agencies; Vice- 
Presidents E. W. Marshall and F. 


Phelps Todd; Dr. C. H. Willits, medical 
director; Henry Bossert, Jr., in charge 
of conservation; N. A. White of the 
agency department; M. L. Williams, as- 
sistant manager of agencies; C. A. 
Tushingham, educational supervisor; W. 
D. Cross and H. L. Williams, assistant 
managers of agencies. 


Among the general agents on the 





program are L. F. Paret, Philadelphia; 


S. P. Ellis, Cincinnati; W. Wise, 
eastern Pennsylvania; Willard Ewing, 
Kansas City; G. C. Wells, New York; 


P. W. Schenck, North and South Caro- 
lina; Paul Loder, Philadelphia; Reynolds 
Pomeroy, New York; H. C. Martens, 
St. Paul; Alfred Matthews, San Fran- 
cisco; J. S. Scott, Rochester; A. A. 
Heald, Milwaukee; J. H. Cowles, Los 
Angeles; A. M. 


Baker, Philadelphia; C 
H. Furr, Norfolk; A. H. Pickford, Des 


Moines; S. E. Webster, Pittsburgh; J. 
R. Davis, Cleveland; H. E. Brake, Sioux 
City. 


National L. & A. Men at Dallas 


Western managers of the National 
Life & Accident were in session at 
Dallas last week. C. A. Craig, chair 
man of the board, said Texas showed 
an especially good gain last year. The 
company has 15 branches in Texas, em- 
ploying some 700 men. 

Other speakers from the home office 
were C. R. Clements, E. L. Sie, H 
T. Polk and C. S. Smith. W. H. Julian 
vice- panes in charge of the Texas 
division, and N T. Webb, western mat- 
ager, also spoke. 








AS SEEN FROM CHICAGO 





ADDRESS CANDIDATES 


Illinois candidates for the office of 
governor have been mailed a statement 
endorsed by the Illinois chamber of 
commerce in which they are urged to 
approve a movement to divorce the in- 
surance department from the depart- 
ment of trade and commerce, to elimi- 
nate all politics from insurance matters 
and to establish the state insurance de- 
partment on a par with other depart- 
ments of the state. The request for 
the endorsement comes from the insur- 
ance committee of the state chamber, 
headed by John H. Camlin of Rockford. 
Candidates were assured that the en- 
dorsement of this program would prove 
popular with business people and the 
public at large and would entail no ad- 
ditional expense. Accompanying the 
request was a report of the special com- 
insurance committee 





which has been investigating the sit: 
The subcommittee consisted “ 








ation. 

C. M. Cartwright, THe Nation 
Unperweriter, chairman, J. C. Beldes 
Chicago, Belden Manufacturing Com 
pany, H. B. Hill of Springfield, pres 
dent Abraham Lincoln Life, and 5. + 
Moisant, Kankakee, secretary inois 
Association of Insurance Agents. 

* ¢ 8 


RECORD FOR RURAL SECTION 


Percy Forman, Crystal Lake, Ill, 
trict manager Mutual Life of New 
for McHenry county, stood No 
among Mutual Life agents in the U 
States and Canada for paid business last 
year, and No. 31 for number of lives! 4 
sured, although the largest city m 
territory has only 5,000 population. I 
is connected with the C. L. Coyne 
agency of Chicago. 
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NEWS OF LIFE 


ASSOCIATIONS 





Florida Association Launched 
Organization Meeting in Jacksonville— 
Loper B. Lowry of Tampa Is 
First President 


The Florida Life Underwriters 


Asso- 
ciation was launched at an organiza- 
tion meeting in Jacksonville. Loper B. 


Lowry of Tampa was elected president. 

The vice-president is S. Frank Gam- 
mon of Jacksonville; secretary, Albert 
Litschgi of the Equitable of New York 
at Tampa. 

Chairman of the legislative committee 
is F. P. Dearing of Jacksonville; mem- 
bership, J. Miles, Tampa; sales con- 
ference, V. E. Beamer, Jacksonville, and 
publicity and education, A. LeRoy John- 
son, Jacksonville. 

Following the organization meeting 
there was an address by Vash Young, 
author of “A Fortune to Share.” 

There has been an association at Jack- 
sonville known as the Florida Life 
Underwriters Association, but which in 
reality was a local Jacksonville associa- 
tion. Accordingly its name has been 
changed to the Jacksonville association. 

* * x 


Boulder, Colo.—Life insurance men in 
Boulder have organized an association 
with A. P. Hart, Northwestern Mutual, 
as president. Other officers are L. W. 
Cook, vice-president, and T. G. Herbert, 
secretary-treasurer. The executive com- 
mittee is composed of these officers, J. V. 
Buester and Fletcher Tucker. Speakers 
at the organization meeting included H. 
0. Smith of Denver, president of the 
Colorado association; Frank Antonelli, 
Greeley, who described how the Greeley 
organization functions, and H. P. Davies, 
Denver, Northwestern Mutual. 

x * * 

Rochester, N. Y¥.—T. M. 
vice-president of the National associa- 
tion, addressed 300 members of the 
Rochester association at a luncheon 
meeting. He predicted a gain in insur- 
ance sales the early months of this year, 
in comparison with those of the corre- 
sponding period of 1931, but said it is 
now necessary to “dig deeper to find 
pay dirt.” 


Riehle, third 


*x* * * 

Buffalo, N. ¥.—Maurice Tabor will be 
general chairman of the sales congress 
to be held by the Buffalo association 
May 13. It is expected to have at least 
1000 underwriters in attendance. Clay 
Hamlin and James A. Whitmore are in 
charge of the program. Arrangements 
are being made for several nationally 
known speakers. 

*x* * * 

Birmingham, Ala.—Mrs. W. S. Pritch- 
ard, director of the department of the 
American family of the National associa- 
on, addressed the Birmingham associa- 
tion last week, also several women’s 
clubs and a radio audience. 

* * * 

Columbus, 0.—The annual sales con- 
gress of the Columbus association was 
held Thursday. Life underwriters in 40 
Ohio counties had been invited. J. B. 
Davis, treasurer of the association, pre- 
sided at the morning session and Presi- 
dent J. W. Ray in the afternoon. Prof. 
F. D. Slutz of Dayton spoke at the 
banquet and speakers at other sessions 
included A. G. Borden, Equitable Life of 
New York; V. B. Coffin, Connecticut Mu- 
‘ual; Dr. W. B. Bailey, Travelers, and 
Raymond Ellis, Home Life of New York. 

K. Coffman was chairman of the pro- 
sram committee. 

ee 

Salt Lake City—Dr. C. J. Rockwell, in- 
sarance educator, conducted a well at- 
E 7 sales conference here. President 
a Poulter of the association was in 
; ‘ree. About 150 members and non- 
nembe: rs, including several women, were 
‘nN attendance from the larger cities of 
the State. 
Dee ee was some discussion following 
, . well’s address, principally on 
partnership business insurance. 

Iowa §& i 
aon eae ae —The Iowa state associa- 
" Des Mol ~~ annual meeting Saturday 
moti Fm = rae the following 
omnes Steteel — ent A. w. Van 
Davenport “ e of New_ York, 
Equitable Pg -ve ~president, Jack Hilmes, 
‘€ of Iowa, Des Moines; secre- 





Van Hemert, 
Marshalltown. te- 
Charles Greeley, 
King Vanderwicken, 
vice-president; Arthur Peter- 
Des Moines, secretary-treasurer. 
*x* * * 

Calumet (Ind.)—R. B. Hull, 

director National association, 


tary-treasurer, Harry M. 
Union Central Life, 
tiring officers are 
Waterloo, president; 
Mason City, 
son, 


managing 
spoke be- 


fore the Calumet association at East 
Chicago, Ind., on “The Road Back to 
Security—the American Plan.” The 


underwriters had as their guests 
ber of bankers and others. 
*x * * 

tvansville, Ind.—At the March 1 meet- 
ing of the Evansville association Roger 
B. Hull, managing director National As- 
sociation of Life Underwriters, was the 
guest speaker. 


anum- 


* 


Des Moines—E. B. Thurman, general 


agent New England Mutual Life in Chi- 
cago and fourth vice-president of the 


National association, will speak before 
the Des Moines association March 5. 

x * * 

Ia.—Individual provision 
the future is the only sound method 
attaining economic stability and 


Mason City, 
for 
of 


se- 


curity, R. B. Hull, managing director, 
National association, told a gathering 
of 150 Mason City business men. 


The meeting 
Mason City district 
president, F. W. Osmundson, presided. 
Mr. Hull was introduced by W. J. 
Walker, chairman of the program com- 
mittee. 


Was sponsored 


association, 


by the 
whose 


* * * 


San Francisco—The “Leap to 1,000 on 
Leap Year Day” membership drive of the 
San Francisco association, which cul- 
minated Feb. 29, met with remarkable 
success. 

Frank M. See, St. Louis general 
Union Central Life, spoke to 
Francisco association March 2. 

* * * 

Montgomery, Ala.,—Superintendent 
Greer was guest speaker at the Mont- 
gomery association's meeting last week. 
He discussed “The Problems of the Life 
Underwriter and How to Meet Them. 
He declared the greatest shadow over- 
casting the life agents is the problem of 
ignorance on the part of the public. 
Taking the view that most prospects are 
reluctant to be reminded of death, he 
demonstrated a practical sales talk to a 
prospect, 

Mr. Greer urged agents to “stay off” 
of net costs, dividends, guaranteed 
values and similar figures in discussion 
with the average prospect as they do not 
understand them. 

Until 10 years ago, he stated, life com- 
panies made the great mistake of not 
acquainting agents with the elementary 
principles of life insurance. “Get you 
some good books on life insurance,” he 
declared, “read them and understand 
fully what you are selling.” 

Mrs. W. S. Pritchard, National associa- 
tion, will visit Montgomery March 4-5. 

x * * 

Los Angeles—Los Angeles association 
has completed its sales-congress pro- 
gram... Two new additions to the pro- 
Dr. Chas. J. Rockwell, who 
discuss “Present Day Insurance 

and Walter Gastil, assistant 
home office agency manager Pacific Mu- 
tual Life, on “Modern Life Under- 
writing.” 


agent 
the San 





* * * 


Asheville, N. C.—Members of the Ashe- 
ville association were urged to organize 
their personal time in soliciting business 
and to join the National association by 
Alvin T. Haley of Greensboro, general 
agent Massachusetts Mutual Life. Leon 
Gilbert Simon, Equitable Life, New York 
City, has been invited to speak at the 
March meeting. 

Mr. Haley spoke on “Organized Effort” 
and discussed the question, “Who is a 
prospect?” and “Who is a risk?” He ad- 
vised members to sell policies where the 
need is greatest. 





E. B. Stephenson, president of the 
Security Mutual Life of Nebraska, sailed 
March 4 from New York for a two 
months combined business and pleasure 
trip that will take him to Algiers and 
into the Sahara desert, and which in- 
cludes attendance at the League of Na- 
tions meeting at Geneva. Mr. Stephen- 
son will make a personal study of Euro- 
pean finances and security markets while 
in Paris and London. 





NEWS OF LIFE POLICIES 





Mes Policies, Seenten Rates, Dividends, Surrender | 
Values and all Charases in Policy Literature, Rate | 
Books, etc. Supplementing the “Unique Manual- 
Digest,” publis annually in May at $5. 00 and the 
“Little Gem” published annually in March at $2.00) 











Penn Mutual Revamps Scale 


Material Reductions Made in Dividend 
Schedules for Older Ages—Little 
Change Below Age 35 





The Penn Mutual has completely re- 
vamped its dividend scale, substantial 
reductions occurring at the older ages. 
In the past this company gave older pol- 
icyholders a little the edge in the way 
of dividends, and that is why the read- 
justment especially affects this class. 

The reduction is said not to affect the 
younger ages up to 35. On ordinary life 
the reduction around age 40 is about 4 
percent and around age 65 it is in the 
neighborhood of 25 percent. 

No change has been made in the com- 
pany’s practice of paying 5 percent in- 
terest on dividends left to accumulate 
and 4.85 percent on policy proceeds left 
at interest. 

The new 


dividend scale is illustrated 





in the tabulation below taken at five- 


year intervals in age. 
Ordinary Life 





v. Div. Dividend Accumulations 
Age 5 Yrs. 20 Yrs. 10 Y rs. 15 Yrs. 20 Yrs 
15...$5.09 $5.93 $64.5 52 $116.40 $187.16 
20... 5.36 6.42 2 124.48 2 
25 5.71 7.00 134.98 
30. 6.16 7.61 147.53 
35... 6.79 8.27 160.73 
40 7.40 8.91 173.70 
45 7.82 9.42 185.67 
50 8.46 9.92 196.61 
55... 8.93 10.66 204.20 
60. 8.91 11.80 217.76 
65. 9.17 13.77 249.97 
20-Payment Life 

Av. Div. Dividend Accumulations 
Age 5 Yrs. 20 Yrs.10 Yrs. 15 Yrs. 20 Yrs. 
15...$5.20 $7.34 $70.12 $133.28 $224.30 
20... 5.47 7.84 74.17 141.55 139.04 
25. 5.81 8.41 79.15 161.71 156.19 
30. 6.27 9.04 85.80 164.12 275.85 
35... 6.88 9.70 93.41 177.01 296.92 
40. 7.48 10.35 100.14 189.61 317.31 
45 7.90 10.93 106.62 201.29 335.64 
50 8.54 11.48 113.75 212.02 353.30 
55. 9.01 12.10 117.50 218.78 370.61 
60. 8.98 13.00 118.55 229.05 393.10 
65. 9.20 14.57 131.15 256.17 439.06 

20-Year Endowment 

Av. Div. Dividend Accumulations 
Age 5 Yrs. 20 Yrs.10 Yrs. 15 Yrs, 20 Yrs 
15...$5.74 $10.76 $85.89 $176.67 $316 04 
20... 5.97 10.97 88.71 1 4 ety 
25. 6.28 11.24 92.42 187.79 332.3 
30. 6.68 11.56 97.43 1 9 343.50 
35 7.24 11.91 103.39 204.52 356.04 
40. 7.79 12.26 108.60 212.86 368.21 
45. 8.16 12.59 113.44 220.35 379.24 
50. 8.73 12.85 118.90 227.13 389.17 
55. 9.15 13.12 121.24 229.96 396.94 
60. 9.08 13.65 120.97 235.94 410.06 
65. 9.25 14.91 132.25 259.30 447 .68 














General 


Experienced 


accordingly. 


Underwriter. 





For men successful in their present work but limited for 
reasons beyond their control, we have a proposition that 
will enable the field general and agency builder, general 
agent, manager or supervisor of ability to express him- 
self to the fullness of his capacity and be compensated 


The plan we propose to such successful men provides a 
system of compensation equal to a general agent’s gross 
profits free from the many hazards in agency building. 


Six of such men are wanted in our Chicago Agency, a 
rapidly growing high-class agency in which ten full time 
agents paid for $2,000,000 of business last year. 
icy of this agency is to build with high grade men only, 
rapidly, but not at the expense of quality. 


The Company is an outstanding, strictly non-participat- 
ing, low rate company located in the Middle West. 
has increased its insurance in force and its assets each 
year since its organization, having $225,000,000 in force 
January 1, 1932. Offers low cost Ordinary Life, Twenty 
Year Term, Modified Whole Life, Family Income, Juve- 
nile, Annuities, and other standard and special forms. 
High Commissions, Low -Rates. 


Write for an interview. Address W1, 


Supervisors 


The pol- 


It 


The National 
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ESTATES ANALYSIS 


HE AMERICAN LIFE INSUR- 

ANCE COMPANY maintains an 
ESTATES ANALYSIS DEPART- 
MENT which provides Agents with- 
out cost a complete Analysis of their 
clients’ Estates. 

It also draws all necessary docu- 
ments, including Trusts, Wills, Part- 
nership Agreements, Stock Elimina- 
tion Agreements, etc. 

This is only one feature of the 
AMERICAN plan of complete co- 


operation. 

















AMERICAN LIFE 


INSURANCE COMPANY 
DETROIT, MICHIGAN 




























THE FORMULA OF SUCCESS 


Byte INSURANCE can be explained in plain, everyday language. 
The facts can be simply stated. People need to be told about life 
insurance by one who knows life insurance and its adaptability. Sales- 
men of integrity, ability and courage who will work systematically and y state 
the facts of life insurance service will be Masters of their craft and successful. 

Tae Morvat Lirs or New York, with its long history of increasing success, offers 
opportunity. It writes Annuities and all Standard forms of life insurance. Deuble 
Indemnity Benefits. It has many practices to broaden and expedite service for Field 
Representatives and for Policyholders, 


Those contemplat engaging in life insurance field work as a career of broad 
service and personal a ement are invited to apply to 


The Mutual Life Insurance Company 


of New York 
34 Nassau Street New York, N. Y. 


DAVID F. HOUSTON GEORGE K. SARGENT 
President pone Soashiens and 
of Agencies 




















ARE YOU AWAKE TO OPPORTUNITY 


Life Insurance Men of Vision Know That the Greatest 


__ Opportunity 
Is with the Company That Is 
NOT TOO LARGE NOT TOO OLD 
NOT TOO SMALL NOT TOO YOUNG 
The Solid Growing Company Officered by Men Who Are Agency Minded 
WE HAVE THE TOOLS 


Participating and Noa Part Bad and Women on Equal Terms—Total 


Circularization Aids — ey By Ey ny ~~ Sp Relations, Liberal 


es re, Ready for 9 General Agency There le SOUTH DAKOTA 


THE OLD LINE 
CEDAR RAPIDS LIFE INSURANCE COMPANY 


G. Sigmund—Vice-Pres. & Agency Director 
COL. C. B. ROBBINS. ‘Pres. . Cc. B. SVOBODA, Secy. 
CEDAR RAPIDS, IOWA 



























MANAGERS’ 
ASSOCIATIONS 




















Review Business Bureau Plan 





Launched with Cooperation of Detroit 
General Agents & Managers 
Association 





DETROIT, March 3.—The work of 
the Detroit Better Business Bureau’s 
newly established life insurance depart- 
ment, formed through the cooperation 
of the General Agents & Managers As- 
sociation of Detroit, was reviewed by 
the directors of the managers’ organiza- 
tion at its last meeting. 

The fact that action or advice of the 
bureau must under no circumstances 
question the stability of the institution 
of life insurance was brought out. The 
directors will impress upon bureau ex- 
ecutives that it must not give out infor- 
mation concerning the standing of any 
companies, large of small, unless they 
are ruled out of the state by the insur- 
ance commissioner, and that there must 
be no discrimination between types of 
companies or between individual com- 
panies. 


New Code at Des Moines 


A new code of practice, scoring the 
use of part-time agents, has _ been 
adopted by the Des Moines General 
Agents & Managers Club. J. H. Leaver, 
president, says the code will help to 
remedy a number of shortcomings of 
the business, and will create a more 
equitable working condition for all con- 
cerned. The new code lists ten pro- 
visions, including that on part-time 
agents. Indiscriminate licensing of 
agents is also opposed. 


Organize at South Bend 


Life insurance general agents and 
managers of South Bend, Ind., are form- 
ing a general agents association. Her- 
bert L. Cramer, general agent North- 
western Mutual Life, will be chairman 
of the next meeting which will be held 
March 21. Commissioner John C. Kidd 
has been invited to address the meeting. 











Chairman Camlin Espousing 
Illinois Separation Movement 





John H. Camlin of Rockford, IIL, 
well known local agent and chairman 
of the insurance division of the Illinois 
Chamber of Commerce, is leading a 
movement through his committee to 
divorce the Illinois insurance depart- 
ment from the department of trade and 
commerce and put it on a par with the 
other important major state depart- 
ments, having the superintendent sub- 
ordinate only to the governor. Mr. Cam- 
lin says that Illinois collects $6,830,002 
from insurance. The expenses of the 
insurance department are $218,000, the 
amount spent for service being 3.2 per- 
cent. Thus 86.8 percent goes into the 
public revenue. Mr. Camlin calls atten- 
tion to the important insurance inter- 
ests of Illinois and states that the peo- 
ple are entitled to the best possible 
service that the state can give. He feels 
that the department should be left free 
from political entangling alliances and 
declares that the present system of mak- 
ing it subordinate to the department of 
trade and commerce has proved very 
unsatisfactory to everyone, especially to 
the public. 


Tells What Washington Would Do 


J. F. Holland, former deputy super- 
intendent of insurance of Missouri, 
spoke on “What George Washington 
Would Do if He Were in the Insurance 
Business Today” at a special meeting of 
the Northwestern Mutual Life Agents’ 
Association of St. Louis. 





$1,000 to $1,600 


Ordinary Life Insurance at An 
Average Cost GUARANTEED 
OF ONLY $14.00 per $1,000 


Of course issued in larger amounts 
ALL PREMIUMS 
RETURNED 
in addition to face of policy 
in event death before age 60 


FULL FACE THEREAFTER 
AND PREMIUM REDUCED 20% 


Original cost, age thirty, $21.40 
per $1,000 to age 59; $17.19 
per $1,000 thereafter 


Write for Sample and Particulars 


This is one of many unique contracts 
issued by 


Federal Union Life 


FRANK M. PETERS, President 


Cincinnati, Ohio 





Insurance Men 
are good judges of 


VALUE 


So, of course— 


HOTEL 
KIRKWOOD 


in Des Moines 


has already become head- 
quarters for Iowa insurance 
men 

The biggest room values in the state 
—all with bath at $2.50-$3, no 
higher—insurance of the utmost for 
your money. 

Popular coffee shop—Garage next 
door—You will always find the 
crowd at The Kirkwood. 


A Tangney-McGinn Hotel 























WRITE 
MORE 
ACCIDENT 
and 
HEALTH 
BUSINESS 


The Accident and 
Health Review tells 
you how. 





Send coupon today 


The Accident & Health Review 
Al946 Insurance Exchange 
Chicago, Iil'nois 





Send me The Accident & Health Re 
view for one year at $2. 


O Here's my check. O Send bill 


SEE Vat cesachucunnnnensn 
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Forget the Frills and Sell Is 
Advice of J.S.Maryman in Talk 
Before State Farm Life Agents 


The following address was delivered 
by Joe S. Maryman, million dollar pro- 
ducer in the Gordon H. Campbell 
agency for the Aetna Life at Little 
Rock, Ark., before the annual roundup 
of the State Farm Life of Illinois at 
Bloomington, IIl. 

“All my efforts in this business have 
been devoted to selling. I am not an 
estate engineer, a general agent, a spe- 
cial agent, a home office official; neither 
do I travel out of the home office. I am 
just an ordinary life insurance agent and 
I like to be known as such. I find this 
title no handicap whatever. 

“IT recently heard of a $50,000 auction 
case. You know what I mean—one of 
those cases that everybody within a ra- 
dius of 100 miles finds out about and 
that, when it comes to a showdown, is 
placed on the auction block and given 
to the lowest bidder. I went in to see 
this man, introduced myself and told 
him my business. He wanted to know 
if I had a title. I told him ‘yes’ that I 
was a life insurance agent. He said: 
‘You don’t mean to tell me that is the 
only title you have?’ I said, ‘Yes.’ He 
said, ‘Well, congratulations, my hat’s off 
to you. There have been thirty or forty 
insurance men up here to see me, such 
as estate engineers, home office officials, 
and vice-presidents, secretaries, etc., but 
you are the first life insurance agent 
who has been in to see me.’ Now, to 
make a long story short, I don’t have 
to tell you who got that business. 


Pays Tribute to Army of 
Producers in the Field 


“This article is dedicated to that vast 
army of men of the field, those agents 
who go out into the highways and 
hedges day in and day out, doing their 
best to bring in a little business no mat- 
ter whether the prospect is a million 
dollar banker who buys a hundred thou- 
sand dollar policy and gives a big, fat 
check with the application, or a thou- 
sand dollar farmer who gives a good 
slow-headache note due in the fall. 

“Show me the man who has his heart 
in this business and I'll show you a man 
who sneers at no policy regardless of 
the size. Show me the man who sells 
policies one year for $480,000 and 
1e 
000 


for $325,000 and I'll show you a man 


a is on his way out of this business. 
+m have to see neople, tell them some- 
thing when you see them, sell a large 


number of them and the volume and 
‘ommissions will take care of them- 
selves. 

For the past several years you have 


heard much of programming. I know 
“sents who do so much elaborate pro- 
eager and estate planning and get- 
or > . rriets that they almost forget 
while a are in this business for, and 
some can usineer is still engineering, 
along: and ete, inourance — comes 
knows wha, a8 e business before he 
~ at it's all about. 

do an quid not have you think that I 
get very ong in system. No man can 
aad an. sar in this business without it 

man can get anywhere if he has 





too much of it. I am going to tell you 
of a plan which has kept me in the life 
insurance business for 15 years. At the 
beginning of each year I make up a 
large list of prospects—not suspects— 
people that I have good reasons to know 
should buy more insurance. Of course, 
I add to this list as the work for the 
year progresses. Each month I have a 
list of prospects that I expect to see 
and will see that month; and each week 
and each day when I start out, I know 
that I am going to see somebody about 
life insurance and I know who that 
somebody is and I know in a general 
way what I am going to say to him. 
There will be little conversation about 
anything but the weather and life insur- 
ance. My observation is that many 
agents can go this far—they have lots 


of prospects, they work hard, wear out | 


a great deal of shoe leather, but they 
do not get the business. Why? They 
don’t know what to say nor how to say 
it. They do not know an organized sales 
talk. 

“T do not think that life insurance men 
should be parrots but every agent 
should know and use at least three good 
organized sales talks. It is not neces- 
sary to use these talks verbatim but 
they should be followed fairly well, the 
agent putting in such variations as will 
fit the individual case. 

Can’t Depend on Written 
Proposals for Success 
“Turning door knobs will not sell life 


insurance. Dividend illustrations, petty 
comparisons, cash values, loan value, 


briefs and volumes of details will not 
sell insurance. There is no substitute 
for the presence of the agent. He can- 


not depend upon written proposals to 
put him over. If a man knows his stuff, 
knows he has something to say and 
knows how to say it, he will not suffer 
an inferiority complex. He will not 
turn a door knob hoping that his pros- 
pect is out and that he can go back and 
tell his general agent that he called on 
a man and he wasn’t there. He will not 





have what is known as ‘buck ague.’ His 
voice will not tremble, because he knows 
that he has the talk in his system that 
will get results and make him money 
it he tells it to a few people each day. 

“Getting people examined and selling 
the policy later is all right and a fine 
way to do business and much of it is 
sold that way, but I find that sooner 
or later you've got to tell a man some- 
thing, he has to be sold after all and 
if you will do a part of the selling 
beforehand, it will make it a lot easier 
when you deliver the policy. 


List of Prospects Also 
Should Be Boiled Down 


“Use simple illustrations, everyday 
language, be natural, clear, concise, and 
straight to the point. Rambling talk, 
turning door knobs and lady luck will 
not put you over. Boil your talk down 
to where every sentence has a real 
meaning that will interest the buyer. 
Make reasonable preparation for your 
conversation and confine the conversa- 
tion to things that are of interest to 
him. 

“It is well also to boil down your 
prospect list so that you will not be 
wasting your time on people who for 
various reasons are poor prospects for 
insurance. 

“Suppose the average agent should 
go to a prospect and tell him that he 
wanted to talk life insurance to him. 
He says—O. K., shoot.’ Then what 
will the agent say? You'd be surprised 
to know how few of them could really 
go ahead and conduct a sensible sales 
talk. The answer to this is an organ- 
ized sales talk. 

“T use the following sales talk and it 
will be noted that every sentence is a 
sales talk in itself, and if the prospect 
becomes interested in the very first 
thing you tell him, or the fifth thing 
you tell him or any other part of this 
talk, then and there is the time to close 
the case. Whenever he becomes inter- 
ested in a certain part of this prepared 
sales talk, then it must be remembered 
that you are there to close the business 
and get his name on the dotted line and 
not to confinue vour sales talk. 


“My talk: ‘All men who are inade- 
quately insured are afraid of three 
things: premature death, permanent 


disability, dependent old age.’ 
“Tf you buy a policy from me you 





Get Best Financial Service 





The Guardian Life presents a sales 
feature of interest. An agent in con- 
versation with a friend learned that he 
was paying out considerable money to 
a service organization for managing his 
investments. Therefore the agent pre- 
sented this argument: 

“One of these days you are going to 
be more interested in conserving the 
estate you have created than in making 
money. The most successful of our 
financial geniuses admit that it is far 
easier to accumulate an estate than it is 
to keep it after you have acquired it. 
You probably know of a number of 
cases where men have succeeded in 
amassing a comfortable fortune only to 
have it trickle through their fingers as 
a result of poor management in later 
life. Remember, when you purchase 
this life insurance you are getting an 








option on the best management of the 
sum of money your policy represents 
that it is possible to obtain.” 

The Guardian Life says: “There 
should be a strong appeal in this thought 
for many of your prospects for larger 
sized policies. With professional men 
particularly, and with many business 
men, the everyday demand of their call- 
ing or executive duties make impossible 
proper management of the outside inter- 
ests represented by their investments. 
When retirement age arrives and their 
chief concern is the management of the 
estate they have accumulated through 
their working years, they are very often 
unfitted by training and experience to 
meet this problem successfully. Life in- 
surance assures them of the best pos- 
sible management of at least that por- 
tion of their estates.” 








Medical Director Gives 
Inspirational Message 





day 








Dr. W. E. Thornton, medical director 
of the Lincoln National Life, instead 
of presenting a dispassionate treatise on 
the frailties of the human body, deliv- 
ered an inspirational sales message at 
the western seasonal meeting of the 
Lincoln National at Hot Springs, Ark. 
Dr. Thornton said the underwriting and 
selling departments are drawing closer 
together these days. There is a spirit 
of mutual sympathy. 

Dr. Thornton said that in the future 
life insurance selling will be still fur- 
ther restricted so that only those with 
real capacity, judgment and energy can 
successfully compete. 

“When the hoarders 
up their treasure in life insurance 
instead of in strong boxes, old socks 
or buried in the ground, there will be 
no panic,” Dr. Thornton declared. “The 
one long tried, enduring, unwavering 
sheet anchor is life insurance.” 


of this country 


will have none of these to fear. If 
you buy a policy from me, one of three 
things will happen: you will quit, you 
will die, or you will live. If you pay 
one premium and quit then you lose all 
your money except that you have been 
protected tor a year and that is cer- 
tainly worth something. If you pay 
two premiums the same thing happens. 
If you pay three or more premiums and 
quit, then we have to give you part of 
your money back or give you some 
more insurance or give you an income 
for life and still pay a reasonable 
amount of money at your death. 

“Tf you die, this policy will do the 
things you wanted to do had you lived. 
First it will pay your wife enough 
money each month to provide all of 
the necessities and some of the luxuries 
of life. And remember it will pay her 
this money each month as long as she 
lives. Then she can devote her time 
not to drudgery or slaving in a depart- 
ment store but the rest of her life can 
be given to your children. Someone 
has said that the greatest thing a man 
can leave his children is their mother’s 
time. Furthermore, it will pay all of 
your debts and educate your children 
that they can step out into the 
fast-moving, competitive world not 
handicapped as so many are but on an 
equal basis with those who are best 
equipped. 


sO 


If Man Lives Tremendous 
Benefits Will Accrue 


“‘If you live, you will receive the 
greatest benefits that come to men who 
carry life insurance. You will know 
that should you become disabled, the 
only thing you will have to worry about 
will be getting well, or if you live to be 
an old man, this policy will take care 
of you. Or, should it happen that you 
have been successful in life—that you 
have made money and had ability to 
keep it—if you happen to be one of 
the five out of every hundred who at 


age 65 can retire in comfort, then you 
will have merely saved a little more 
money by having had this policy.: But 


remember this, that while you live, the 
greatest benefit that can come to you 
is the absolute assurance of knowing 
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An UNUSUAL Contract 


will be offered to 


An UNUSUAL Man 


WHO 


—will WORK 

—can organize 

—needs no drawing account or 
salary 

—needs no office expense 


BUT 


WHO will accept Home Office help in the appointment of new Agents 
under him for whom he will not be responsible financially and yet on 
whom he will receive overwriting Commissions as high as per 
thousand and long time Renewals. 


—is a producer 

—is, of course, honest 

—has three years of experience 
—needs no financing 

—is seeking opportunity 


THE COMPANY~—is rated “A” by Best. Its rates for 


Insurance are extremely low 


(Age 35 Ordinary Life Net Cost 
First year per thousand $17.85) 


It writes all latest forms—Participating only—includ- 
ing an improved Family Income form; also Juvenile. 
Has over $135,000,000 in force. 


TERRITORY—The Company desires especially to de- 
velop Indiana, Illinois, North Carolina and Texas. 


ASSISTANCE—Experienced field men to help the 
man selected to build a real agency in which the Re- 
newals are NON-FORFEITABLE. 


WE WANT AN UNUSUAL MAN 


UNLESS you have no present connection, or you have a real reason 
for leaving your present connection and are not at fault yourself, we 
are not interested. Write fully about yourself. We will not communi- 
cate with references until after interview. Write U-50, The Natioral 
Underwriter, 




















COLORFUL 
OLD WORLD 
RESTAURANT 


POPULAR 
INDIAN 


e. 





HOTEL EONTENELLE 


400 ROOMS ¢ 9 5 O 


WITH BATH 
From $3 DOWNI 


150 Rooms Priced 


FROM From $3.50 DOWN! 
Host to the notables. Headquarters Civic, Social, Business, Travel, 
Aviation and Motor Clubs." Old fashioned hospital ity. Lux- 


urious accommodations. Famous Dance Bands. 
An Eppley Hotel. 




















































each day, no matter what happened, 
each night no matter if you never wake 
up, that your home will not be broken 
up, that the chidren will be educated, 
and that your wife will have a decent 
income as long as she lives. If there 
were no other benefits at all available 
under this policy, this one great assur- 
ance alone is worth more than all the 
money that you could ever pay no mat- 
ter if you lived to be 100 years old. 
Now, I have offered you a lot for a 
little money. The company will do ex- 
actly as I say provided you are in good 
health. Let’s go see the doctor now.’ 

“They say it is hard to sell; I say it 
is not. Anything that does the things 
that life insurance does, guarantees the 
things that it does, should be the easiest 
thing in the world to sell. If people in 
other occupations should devote the 
same time to their business that the 
average life insurance man does, then 
90 percent of them would starve to 
death. All you need is a broad vision, 
imagination, know three good sales 
talks—one for general family protec- 
tion, one for corporation or partnership 
insurance and one for inheritance tax 
purposes—-and work.” 


Dr. Rockwell Tells 
Why Insurance Is 
Good Investment 











Stressing the points on which life in- 
surance excels as an investment and 
urging his audience not to make insidi- 
ous comparisons with other invest- 
ments when presenting life insurance as 
an investment, Dr. Charles J. Rockwell, 
insurance educator, addressed the San 
Francisco Life Underwriters Associa- 
tion last week. “There is enough merit 
in life insurance,” said Dr. Rockwell, 
“that we can grant all other invest- 
ments their merit and still excel in 
what we present.” 

In stressing the supremacy of life in- 
surance as an investment, Dr. Rock- 
well said: 

1. It is certain to mature at enhanced 
value. 

2. Its value is not affected by 
side influences. 

3. It is a bond that is good enough 
> “forget.” 

4. It is one piece of property that is 
not taxed before maturity. The individ- 
ual policyholder is not taxed. 

5. It may be made free from the op- 
eration of the bankruptcy laws. 

6. Its maturities are entirely at the 
option of the policyholder. 

7. Complete diversification. The fluid- 
ity of its underlying properties is prob- 
ably not exceeded by any other prop- 
erty in which a man can put his money 
for investment. 

8. Interests of the company and the 
policyholder are identical. 

9. Satisfaction to be derived from 
utilizing life insurance for building up 
an estate. 

10. Its market value is still increas- 
ing. There cannot be one more dollar 
placed in life insurance which does not 
increase the market (cash) value. 

11. It is movable at will. 

12. It is delivered at par in cash. 

13. It is that portion of a man’s es- 
tate which is confidential and delivery 
of which can be enforced. 


out- 


Play Upon Words 


A mere play upon words may serve 
as the introduction to an _ interview. 
Consider one or two examples. 

_ The best life preserver is a life pol- 
icy. 

Life insurance 
discomfort. 

You are embarrassed by the high cost 


takes the dis out of 


of living. How about the high cost of 
dying? 
Safeguard your business. Don't sit 


down and wait for your ship to come 
in. If you do it may turn out to be a 
receivership.—Agency Items. 














| ACTUARIES | 








CALIFORNIA 












Barrett N. Coates Carl E. Herfurth 
COATES & HERFURTH 


CONSULTING ACTUARIES 


114 Sansome Street 437 So. Hill Street 
SAN FRANCISCO LOS ANGELES 








{LLINOIS 


DONALD F. CAMPBELL 
CONSULTING ACTUARY. 


160 N. La Salle St. 
Telephone State 7298 


CHICAGO, ILL. 





L. A. GLOVER & CO. 
Consulting Actuories 
128 North Wells Street, Chicago 
Life Insurance Accountants 
Statisticians 


_——————— 





J. Charles a SE A-LA. ~A.LA 


Auther “A via gce may. 45 a iit 
On 


Lega! Reserve, Fraternal and Assessment Busisese— 


228 Nerth La Salle Street 
Phone Frankiin 6558 





On leage 
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(INDIANA 


Haight, Davis & Haight, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 


Indianapolis, Omaha, Kansas City 


=e 








HARRY C. MARVIN 
Consulting Actuary 
307 Peoples Bank Building 
INDIANAPOLIS, INDIANA 
—$—_$__ 








MISSOURI 
————— 





ALEXANDER C. GOOD 
Consulting Actuary 
807 Paul Brown —~ mae St. Louis 


an 
800 Securities Building, Kansas City 








NEW YORK 





MILES M. DAWSON & SON 


CONSULFING ACTUARIES 
606 Fifth Avenue New York City 
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12 PICTURES AND 
SALES CAPTIONS 


that help you sell more 
insurance 

Send 10 cents today and get a sample 

of the NEW 1933 National Under | 


| 
| 
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writer Insurance Calendar, A-1946 In 





surance Exchange, Chicago. 
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